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Worth 


Remembering 


Men are sometimes disturbed by the thought that 
the market for their products will become satur- 


ated. The saturation point is a creature of the 
imagination fostered by lack of confidence in the 
thing to be sold. There is no such thing as over- 
production of a good article. 


In 1923, Schwab said: “In 1900 we were producing 
17,000,000 tons of steel We thought we had 
reached the zenith of business. In 1922, we pro- 
duced 40,000,000 tons against a capacity of 50,000,- 
000. We are still increasing the size of our plants 
in the belief that we are still as far from the zenith 
of business as ever.” 


eel a) a bee 


Don’t worry about doing too much business. As 


ety x ‘Athieon ave. our business proceeds—no matter how fast—oppor- 


Chicago tunity will always be some laps ahead. If you sold 


a large amount of insurance in 1923, there is no 


oo Openings in reason why you cannot achieve still greater records 
inois 


aia inenate in 1924. The opportunities are greater than ever 
Kansas before. Backed by the comprehending friendly in- 


lowa 

South Dakota 
nee will go far. He cannot do otherwise. 
Missouri 

Nebraska 

Michigan 


terest of the Central Life, an agent who is a hustler 


The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 




















“Bringing In the Sheaves” 


, ‘HE tremendous advance in prices for corn and wheat in the last 
six weeks has given the farmer a new heart. He is coming into 
his own, and will soon be “Bringing in the Sheaves.” 


The Peoples Life is glad to see the farmer getting his rightful share. 
He will be able to do bigger and better things. He can soon buy 
the protection for his family and loved ones that he has wanted, but 
could not afford. Are you equipped to give him the most for his 
money? Are you able to sell him a policy so sound and so satis- 
factory that he will regard you as his insurance counsellor? 


Peoples Life agents are doing it. They are also “Bringing in the 
Sheaves.” 


















































YOU WILL BE SURPRISED 


if you will take a minute and look over our record. 
Unusual mortality savings, high interest earnings, 
low net cost and a high-grade agency force are a 
few of the outstanding qualities that determine the 
general character of our business. 





Ideal General Agency contracts are now avail- 
able in the following cities: 


MICHIGAN INDIANA PENNSYLVANIA - 
A Service Company 
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Grand Rapids South Bend Philadelphia 


The Midland 
Mutual Life 
1. Insurance Co. 


4 ‘‘Its Performances Exceed 
Its Promises’’ 





Continental Assurance Company 


910 S. Michigan Avenue 


Columbus, Ohio ‘ ae 
Chicago, Illinois 


} 
} 
; 
: 
} 
14 
: 
| 
} 
| 
i 






































THE NATIONAL UNDERWRITER, Life Insurance FAition, Published Weekly by The National Underwriter Com 
pany. Ofhees of publication, 175 W. Jacko Bivd., Chicago, I. Twenty-eighth year. No. 32. Thursday, August 
YA. $5.0) yer year; 15 cents per copy. Entered as second class matter June 9, 190, at post office at Chicago, IIL, 














SY 


J AAAPASRUA ADD WM 


Twenty-Eighth Year, No. 32 





CHICAGO, Cl 


Soo 


The National Underwriter 


LIFE INSURANCE EDITION 








SSA SRR RRR 


SON WAM 


NCINNATI AND NEW YORK, THURSDAY, August 7, 1924 


MMW NMAWH 









$3.00 Per Year, 15 Cents a Copy 





COMMISSIONERS NAME 
LUNING AS PRESIDENT 


Florida Official Succeeds H. O. 
Fishback as Leader of 


Convention 


TO MEET IN MIDDLE WEST 


Vote to Hold Winter Meeting at Some 
Such Place in Preference to the 
East 


NEW OFFICERS ELECTED 

President, J. C. Luning, Florida. 

First Vice-President, 8. W. MeCullech, 
Pennsylvania. 

Second Vice-President, 
lion, Arkansas, 

Secretary, Joseph Button, Virginia (re- 
elected). 

Executive Committee, W. N. 


Bruce T. Bul- 


VanCamp, 


South Dakot\, chairman; George W. 
Wells, Jr... Minnesota; Stacey W. Wade, 
North Carolina; Themas 8S. Me™Murray, 


Indiana; W. R. C. Kendrick, lowa;: H. P. 


Dunham, Connecticut; James A. Beha, 
New Vork. 
BY FRANK A. POST 

SEATTLE, WASH., Aug 2.—By a 
very strong majority the National Cor 
vention of Insurance Commissioners 
its closing session here yesterday reco1 
mended to its executive committe 
some pomt mn the middl west be s¢ 
lected tor the December 1 
stead of holding it in New York, as s 
been the custom for several years 
Only three votes were cast against the 
motion by Beha of Ne \ Ire 
of Uhnois and MeMurray 

Will Meet in Middle West 

This action was taken at the instance 
of the Pacific Coast ¢ 
who said that while they wet x s 
to attend the winter 
most of the real business of the « el 
tion is transacted, it was a vet 
and expensive trip for them to make 
that season It was 
they would still be traveling 2.000 miles 
as agamst 1,000 tor the easter 
they were willing to accept that 1 cl 
ot a handicap It was also stated 
important business | some times bee 
passed upon at the New York meetir 
with only 17 or 18 states represented 


No Definite Place Selected 


The matter came 


Will Moore ot Ores 


Commissioner 


that St. Louis be desienated 
tor the winter meeting Retiring Pre 
dent Fishl ick sand hye 
western meeting place iD 
wing hard and t 
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ATTACK ON COMPANY | MANY OFFICIALS THERE | KANSAS CITY LIFE’S 


PRESIDENT KOCH RESIGNED 


rz —— | 


Officers of the North American Life of | 


Burlington, Iowa, Declare Stock 
Is Being Raided 
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Statement from the Company 
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BIG WEEK WAS SUCCESS 


PRESENTED DISABILITY PLAN 


Was Important Theme Before Annual | New Home Office Building Was 
Convention of Insurance Commis- Dedicated Under Most Favor- 


sioners at Seattle 


able Auspices 


cials of life insueance ‘companies were | HONOR TO J. B, REYNOLDS 


¢ this: “ l the 1 st prot Agency Convention Took Up Construc- 
tive Salesmanship from Four Stand- 


points—Interesting Treatment 





Discuss Disability Clause 





J. B. 


REVSNOLDS 
President Kansas City Life 


tives Figures on Piaectice 


Has Very Lebby 


Impressive 
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and quiet refinement. 
room is one of the show 


artistic beauty 
The directors’ 


places. The rugs and tapestries are rich 
in their texture and greatly admired. 
There is no finer home office structure 


in the country, both from the standpoint 
of architectural beauty, impressiveness, 
convenience and commodiousness, It 
a credit not only to Kansas City but 
to the west. Let it be known that the 
Kansas City Life is probably the largest 
financial institution potentially in its 
section, 


1s 


Meetings Started Tuesday 


Tuesday 
state 


week’s activities started 
when W. G. Hunter, 
manager of Utah, presided. This was 
the time when the officers held forth, 
talks being made by Vice-President J. 
F. Barr in charge of the nase depart- 
ment, Medical Director H. A. Baker and 
Actuary R. M. Webb. There was a 
meeting of the board of directors in the 
afternoon and in the evening the state 
managers met with the company execu- 
tives. 
Wednesday and 
entirely to an 
around the central subject 
structive Sale smanship.” The 
was divided into four themes, 


The 


afternoon, 


were given 
program 
ot “Con- 
program 
one being 


Thursday 


up educational 


featured at each session. On Wednes- 
day morning the theme was “The 
constructive salesman is sufficiently in 


formed so that he 
ices of life insurance to all classes of 
insurance risks.” D. M. Hynds, state 
manager for Montana presided. 
On Wednesday afternoon the 
was “The constructive salesman 
business-like and systematic in 
work that his methods require of him 
to get the maximum value from every 
one of his customers.” Charles Gramm, 
state manager of Oregon, presided. 
Thursday morning the theme 
“The successful underwriter keeps him- 
self well informed on the financial 
conditions of the country and his terri- 


theme 
SO) 


his 


1S 


was 


sO 


can deliver the serv- | 


tory in particular that he naturally seeks | 


his prospects from the more prosperous 


classes.” E. Williams of Mitchell, 
S. D., state manager for South Dakota 
and Minnesota, presided. 


Thursday Afternoon Session 


| ble and 


| and 


On Thursday afternoon the theme | 
was “The tendency among our more 
. 

successful writers is toward a greater 


diversity of insurance prospects in towns 
and cities, among the salaried profes 
sions, trades people, and all industrial 
This is the answer to increased 
Jaird Judd, state manager 
presided. 

morning 
of Texas, 


classes. 
production.” 
of California, 
On Friday 
State manager 
this session President J. 
related some of his 20 years’ 
with the ted s City Life. 
At the afternoon session occurred the 
dedication of the building, with Director 
H. P. Wright presiding. It took place 
on the east front. The address was 
given by Judge Albert L. Reeves of the 
United States District Court and the 
exercises were closed with a word |! 
President Reynolds. The public was in 
vited to inspect the new building Friday 
afternoon and evening. Many took ad 
vantage of the suggestion the 


held open 


Orville 
presided and at 
B. Reynolds 

experic neces 


house during 


time 
Banquet Friday Evening 

vave a ban 
k e s 


any 
thet ir 


was 
vrega- 


leader 
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Was 
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agents 
the Hotel 
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Mrs 
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to 
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head 
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accon agents 


had 
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quarters 
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and 
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The 
key! 


re 
Mrs 
there 


Thorp, | 


THE 


was a luncheon at the Auto Club and 
on Thursday at the Blue Hills Golf Club. 
At the opening the visiting 
agents presented President Reynolds 
with applications totalling $2,300,000, of 
new complimentary business secured to 
celebrate the occasion. This total 
brought the agency production of busi- 
ness up to quota, the allotment being 
$86,000,000 for the calendar year. 


sessit mn 


The event being also the celebration 
of President Reynolds’ twentieth anni- 
versary with the company, the out 


standing feature of the agency program 
was a talk from him of his work with 
the company. It was characteristic that 
he should have passed the credit for 
what has been done to those who are 
associated with him, both in the home 
office and in the field. Mr. Reynolds 
spoke with much feeling, in a vein of 
sincere devotion to ideals of sound con- 
duct founded in three fundamental rules 
for guidance; namely the recognition of 
a supreme being as a governing force; 
the requirement that a man’s home and 
family life shall be his chief concern; 
and the appreciation a man must have, 
that to succeed it is necessary under all 
conditions for him to be cheerful and 
give to every man just what he expects 


in return, 
Horse Shoe From Competitors 
It is significant of the spirit of co- 
operation and appreciation of the Kan- 


sas City Life that the three other local 
life companies should have sent the most 
conspicuous floral design. It was a rose 
and aster horse-shoe eight feet tall hav- 
ing this inscription, “Congratulations 
and Best Wishes for continued growth 


| and prosperity from your Friends—your 


Business Men’s Assurance, 


Competitors, 
National Fidelity Life. 


Midland Life, 


The new home office of the company 
is set in a five acre tract of pleasing 
open vistas, shrubs and trees with an 


ornamental horticultural approach of 140 
feet from the street. The structure is 
four stories high, its interior is of mar- 
American walnut, its exterior of 
cut stone on a base of granite. It is 160 
feet by 140 feet in size and achieves the 
distinction of being extremely handsome 
graceful. Utility and its practical 


uses have not been sacrificed in the at- 


| tractiveness of all its appointments. 


When President Reynolds took charge 


of the company 20 years ago it had re- 
sources of $212,500, with insurance in 
force of $2,155,100. Today the resources 


$33,000,000 with in- 
nearly $300,000,000. 

At noon of Friday the business activi- 
ties of the company were suspended and 
the building thronged with thousands 
of visitors from Kansas City and nearby 
points. Hundreds of beautiful flower 
pieces ornamented the spacious rooms, 
sent by admirers and well-wishers, the 
other local life companies sending a 
magnificent floral horseshoe to Presi- 
dent Reynolds. An orchestra played 
throughout the afternoon and evening, 
the throng continuing until ten o'clock 
at night. 

At 3 p. m. 
tory ceremony 
terrace. Judge 
in oration on 
compan) the 
institution the 


are approximately 
surance in torce ot 


official dedica 
the front 
delivered 
the 
linhane ial 


the actual 
took place 
A. L. Reeves 
the importance 
outstanding 
southwest. 
ralk 


on 


ol 
as 
ol 


President Reynolds’ 





In dedicating the building President 
Reynolds said: 

“We are devoutly thankful that we 
are permitted to enjoy with you the tes 
tivities of this occasion. We appreciate 
the many kind words of congratulation 
and — this opportunity of expressing 
to one and all our sincere thanks. The 
vision and dre ams long ago have been 
more than realized. In this structure all 
personalities are lost and the coopera- 
tion of the group made plain: It stands 
as a monument to the combined effort 
of many Therefore, in - ame ol 
those who have made this buildi Wy pos 
sil ble, we do here ind now dedicate it 
as the home office of the Kansas City 
jie, and may the spirit of Him who 
guides the destinies of men and nations 
ever be present in the administration of 


its affairs.” 
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EXPERIENCE CHANGING 
DIFFERENT MORTALITY SHOWN 


Figures of Union Central, on Which 
New Dividends Are Based, Tell 
Story of Trend 


A striking insight which the recent 
survey by the Union Central Life of its 
business brought to light is the that 
the increase in mortality on lives be- 
tween the ages of 53 and is very 
marked. No exact reason has yet been 
given for this situation but it is thought 
that the development of medical science 
is responsible. The investigation of the 
mortality records show that the number 
of lives failing in the younger years has 


lact 


58 


decreased. Putting these two facts to- 
gether leads to the conclusion that 
medical science has been able to pro- 
long lives which in former years would 
have failed before men reached the age 
of 50. 
Infant Mortality Cited 

It has been suggested that the gene- 
sis of the situation goes back even far- 
ther. It is common knowledge that 
mortality among infants has been de- 
creasing for a long period of years. 
Death during infancy does not affect 
the mortality tables in any Pe of 
course, because of the fact that they do 
not take into account lives failing be- 
for the age of 10. Many lives of individ- 
uals having inherently weak constitu- 
tions are saved. These lives do not con- 
tinue to the older ages but do persist for 
a sufficient length of time to affect the 
mortality tables, only falling short of 


the allotted span of three score and ten 
by a narrow margin. In view of the 
continually increasing effect for good of 
the medical science will follow that 
mortality experience will be continu- 
ously changing for period of many 
years to come. 


it 
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Explain Dividend Scale 


the 

policies 
interest- 
dividend 


which 
tor 


Is 


schedule 


adopted 


The dividend 
Union Central has 
purchased after Jan. 1, 1924, 
ing from several angles. The 
formula which has been in use 
1915 up to the present time will con- 
tinue to apply to policies written dur- 
ing the period of its use, though experi 
ence may alter the actual dividends 
This formula was based the experi- 
ence of a number of years previous 
that date. According to the mortality 
experience and other factors entering 
into the dividend formula the schedule 
fitted exactly to the company’s business. 
During the past nine the com 
pany’s experience, however, changed 
It was found that the dividend formula 
no longer coincided with actual condi 
tions. The most notable factor was that 
policyholders were living out longer ex- 
the result being that the 
policyholders at the younger ages did 
not receive the dividend to which they 
were entitled whereas those at older 
ages received more than their fair share 


since 


on 


to 


years 
has 


pectanc ies, 


E-qualizes the Experience 


is based 


sch dule 
equalizes 


The new dividend 
the formula which 
fairly the present experience of 
company. The amount of divi 
received over a period ol ve 
the old and the new dividend for 
is virtually the same, the only 
difference being that distribution over a 
ries ears more equitably allo- 

that under the pre 
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decreased, it 1s 
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IMPROVEMENT SHOWN 


DROP IN MOTOR FATALITIES 
Record for the First Six Months Gives 
Hope of Improvement Over 
Last Year 


\ug 


accidents are be 


NEW YORK 
automobile 
red by the six major cities « 
y, and present indications are 
year may be tewer than 
record for June, just compiled, 
shows progress. New York, Detroit 
Los Angeles, Cleveland, Baltimore 
Philadelphia have all be able to 
the automobile accident Phe 
tional Automobile Chamber oft 

merce continuing its drive to 
the 1924 volume of fatal disasters 
law the 1923 mark. Reports 
newspa throughout — the 
bring the fact that there has 
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and 
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1s 
speed laws are being 
Automobile 
gradually to realize that they 
carefully and observe 
All of thi 
ettect. In several 
authorities are making a 
to hi the laws 
has drop 
cidents and motor fatalities 
\s an example, there 
mobile fatalities reported from the fol 
lowing cities during June ag son, 
\riz.: Berkeley, Cal.: Pasaden: Cal: 
Tallahassee, Fla.: Evanston, I: 
mond, Ind.; Hutchinson, Kans.: Lynn, 
\lass Flint, Mich.: Grand Rapids, 
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MONTHLY PAYMENT PLAN JUMBO LINE IS CLOSED ANALYZE STATISTICS POINTS B 
WILL HELP NEW AGENTS eee IN THE FRICK CASE 


WRITE BIG BUSINESS POLICY FIGURES ON AUTO MORTALITY 


Need to Get & art Line of $1,500,000 on Alfred, Decker & Metropolitan Life Shows Distribution of Brief Filed by the Attorneys for 
o Get Som r iciari 
© Harly Cohn Placed by J. C. Haas of Deaths Among Its Policyholders Beneficiaries Has Much of 
eturns ic i : 
Chicago in 1923 Interest 


Men Just Entering the Business 
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PROTECTING LIFE’S VALUES 


Duty That Rests on Every Insurance Sales- 
man—Some Opportunities That Are Be- 
fore the Rate Book Man and Suggestions 


on Meeting Them 


N contemplating the future with its 
| many possibilities for our business, 
it will be most timely to consider the 
background or foundation of the busi- 
ness. In other words, to take the sound- 
ings that we may better know the water 
over which we are l 
Our business will stand the acid test 
only to the degree in which it helps hu- 
manity, by aiding individuals success- 
fully to solve their life problems. There- 
fore, we find the paths of our activity 
once into the big, modern 
business and social field he day. | 
The experts of modern 


sociology are constantly 


leading at 
business and 
looking for 
new avenues of expansion and conserva- 
tion, and, at the same time, subjecting 
all new methods offered individ 
collectively, to the most rigid t 
approval. As evidence of this fact, J. H 
Barnes, president of the 
Chamber of Commerce, 


recently su 








mitted three queries bearing on the de- 
velopments and achievements of modern 
business. They were as follows 


Three Queries Submitted 
by President Barnes 
} H ive 


the quickene 
modern in¢ l 


lustry made mort 


level ot possessi 





(b) Ha i the tended to secure 
health, lengthen life, eliminate appre 
hension and promote happiness? 

(c) Have they tended to improve s 
r 1 contact quicker mentalit and et 
preserve as well the sturdy virtues o 
character and inspiratio1 

These three questions undoubtedly 
submit modern industry to the acid test 
of development, and anything that helps 
to pr nding, and at the 
same ing modern business, 
Ss re service. It is be 

nd idequatel) measure 
t re insurance has done 

helping to promote every factor em 
he ed in these three queries 


Modern Business Helped 
by Life Insurance 





Modern business has been better sta 
ilized, credit made mor ecure prop 
erty possessions of ever character 
guaranteed and endl opportunith 
created through the use of life insur 
ce in helping to reinforce and stabil 

se evet sasens fabric of our modern 
loate Through the proper use « 

life rance, health has be ecured 
lite hee lenythened d made mucl 
nies rehensions of the future 
peace of mind that comes with a det 
ontte ecured life-time program And 
gain. the ial standards of our life 
we ' , 1 saved: odf 

cat | hee ostered. character | 
| str thened and all of those sture ' 
| tne character and Sons ha 
| he re orced and at ihed , sadl 
, the of tas the result of 

| the ant ner , oe, : wance niin | 

+ R , ramification 


Big Field Has Not Yet : 
3een Cultivated by Salesmen 


But nfort tel for hu { e | 
attains ae ar pe We | 

P eo | | slens we 

' the We ] ‘ ns 
‘ 1 ‘ ' eT ‘ 1 the gvreat 

thie er ‘ | ith all 

‘ eir robles hut instead 
‘ yee content te ork « the out 
ae resenting our service to indemmni- | 


By ORVILLE THORP 


ving a theoretical or intangible some 
hing that may be lost through deat] 
jut a new age dawns; new 
are being developed. lf we 

pace with modern in 





a service that is dete 

ured by modern needs, ‘n we must 
change our viewpoint and method ¢ 
approach. We must appreciate and s 


treat the earning power of the indivi 
as the most definite, concrete, valua 
asset owned and as sucl 
iffect in a more direct way, beneficiaries 
and dependents than any other type 
This leads us to a specific stud 
ife purpose and the monetar 
value as an asset of his lite. 


Outlines Man’s Purpose 
in This Existence 


ich, its loss would 


Man’s life purpose is to acquire pre 
erty with ] 

home and a business. 
of this property, for himsel 
and his family; also to help humanit 
with it; and finally leave this propert 
to his heir intact The 
property, because it is the o 
thing that will help man provi 
I I the individual's big 





acquisition of 
1¢ and oO! 

le or 
wants and needs, l 
objective. There is but one way in the 
main eliminating inheritants of acquit 
and that is through ir 
apital can he had 


first, by in 


ing property, 
vested capital ( 
legally in only two ways: 
heritance, which affects only 
percentage ol people; second, by ear 
ing it through developing and capitaliz 
ing our individual life values. rhis 

worker 


method affects every progressive 


a small 


Importance of Life Value 
Is Pointed Out 


We are concerned but little with capi 
tal, which has its source in inheritance, 
but every heart throb of the nation is 
timulated or retarded by conservation 
or waste of life values. The national 
and international stream of commerce 1 
propelled largely by the life valuc capital 
of our progressive workers. The busi 
nation, state and community 
is made largelv by this type ot capital 
The social, political and scientific prog 
ress of the age is, in the main, deter 
mined by this source of 


ness of our 


t wealth It 1s 
the big outstanding and overshadowing 
thing of life. Compared to it, all other 
material things are of minor signifi 
because the most valuable thing in 
Modern industry, 
is the brawn, the 
blood of work 





is a human lite with 


all of its achies 


inew and the very hile 


ements 


era. transformed into machinery, prod 
ct transportation and everything that 
prone to make modern industry I he 


ower of this wonderful thing we call 


| 

life alue and it pos ibalitue are almost 
beyond our ability to measure, and th 
is all made possible largely because ot 
nial ibility to capitalize his lite value 
ind through this asset, promote indu 

try. Life insurance helps him to do that 


other force m our modern lite 


Old Standards of Service 
Being Discarded 


But the old concepts and standa 
f ony ‘ we re vo inites the ct 
heay to be replaced | 1 re mente 
nd progressive ideas and serviceabl 
Ee It should Ie irked ' 
nttee of ‘mo the history of our bu 

| + | iranes ne i 

rice { it cleve thre lune « 
thre reatest tact al lizat 
last being recowt ead | our preat 
ersitu ind i comprehensive 
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eing ranged r I v at t 
k repared 1 p 
s good hour, xt eco! 
e mierel c t sur 
c¢ the most le ec Vv uc 
ori lon as ( \ 
re in the na ‘ 
| thar re ‘ Ke 
re ind far-reac v € e | i 
ness. 
Dr. Huebner’s Observations 
Are Commended 
Definite emphasi iten 
is wviven at t cece ( nti 
C N illo ial A ( | OF 
riter y Dr. S. S. Hueb rote 
‘ i the \\ a 
| I of the Unive Pe isvl 
i Dr. Huebne In our ec 
‘ ¢, only ty types aluc 
nat ne hum: lite and propert 
¢ The I1i¢ consi ot ch 
idustr te l nage! 
lity, power « ind judg 
ent < 1 indiy ui | ive | ( 
e been regard ngibl ra 
call indefir l ficult, eve 
ib] ol ci eatmen lV} 
perty values ¢ e land, building 
ichinery nd eq » Taw 
ils, ftinishe g busi 
u lis ey yor dw ll t i! < 
racter and thus more easily cot 
prehended than the life values, the 
material things have for vears been re 
garded as capable ot scientit real 
tion and management They a 
theretore subjected to appraisal t ug 
the issue of stocks, bond warchou 
receipts, bills of lading ilar ev 
dences of wealth. They are given 
perpetuity as working capital and fluidit 
is collateral loans. Chey are Is¢ rec 
ognized as being subject to immediat 
r ultimate loss. 
Death Destroys the 
Monetary Value of Man 
“Scientific use is therefc isa 


re 
matter of ordinary business pr 
+) 


of the principal governing the 


tion, sinking funds and contr 


Without these 


indemnity. 


deprecia 


ecaution 


tracts Ol 


practi 
pPrallice 


property values, like life values, would 
also be indefinite economically, but with 
the lessons so admirably involved t 
us in the field of property values, and 
with this information, to guide us, n 
we not ask why lite values should 

be treated equally scientifically 1 
made equally tangible and etinite 
Isn’t it ridiculous tor a human being t 


make himself more and more 


ill the time and then, all « i le 
just when that value is greatest to | 
susiness and his tamily, have it disa 
pear entirely because of death « ( 


bility? Does it seem reasonab 


lite values she 


] 


] + 
uuld be treated t 


lessly especially since we owe a duty 


others, to family and b 


ciates when the lessons of foresight s 


tully prepare d 


erty values are betore us tor 1 
Life Values Will Be 
Measured More Correctly 


in connection with prop 


“The most important new deve 
ment in economic thought will be 
gnition of the economic value 
human lite 1 contidently beheve 
time is not tar distant whe 

Wholesale fashion, we shal ly 
nomic organization, the manag 
nd conservation of lite values the sa 
entific treatment that we now u 
nection with property. We sl! 
t the extent of capitahznu 
th bonds, to give them perpet 
vorking torce, and fluidity a 
credit) as ubject 
iprle ol depreciatt 
sinking tund met! e re 
Ol the conte Nplate \\ 
man has a ‘ t 
thon | 
cel \ 
\ lite l 
il ‘ al 
1 wl wh tletl 
ippled | 
titih treat ! \ ine 
l» { \ 


LIFE INSURANCE EDITION 








The Roll Call 
of States 
Offering Splendid 
Agency Opportuni- 
ties Includes 


Arizona 
California 
Colorado 

Illinois 
Indiana 
Iowa 
Kansas 
Michigan 
Minnesota 
Missouri 
Montana 
Nebraska 
New Jersey 
New Mexico 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
South Dakota 
Tennessee 
Texas 
Utah 
Washington 
West Virginia 


Wisconsin 





Andy Gump 


Will not be elected to the Presidency. 


He ignores the importance of organi- 
zation. 


Most effective results in putting over 
a candidate or in putting over a sales- 
man are obtained by the backing of a 
perfected organization. 


No pains are spared by The Lincoln 
National Life Insurance Company in 
making its Home Ofhce organization 
interests of its 


function for the best 


held men. Departments are arranged 
to give perfect alignment of action. 
Communication between sections ts 1n- 
stantaneous. The latest inventions in 
othce devices carry on many routines 


with the speed ot electricity. 


The service ambitions of The Lincoln 
National Life are systematized to give 
most telling help to all who 


LINK UP © wiTH THE” LINCOLN 


—<—_—_————=— 


The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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This is No. 9 of a series of advertisements appearing in The National 
Underwriter. Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 




















Michigan Mutual Life Building 


Relations with Agents 


Much has been spoken and written about relations with 


agents. A great deal more can yet be told. For herein 


lies one of the chief reasons for the success of any insur- 





ance organization. 


Give an agent policies that he can sell, give him home office 
cooperation that really means something, display an inter- 
est in his work and in his success, pass on new and helpful 
and he will repay you ten-fold. The Michi- 
extending itself to meet the problems of 
Its agents are 


ideas to him, 
gan Mutual, in 
its agents, has always found this to be true. 
They know they 
admired by their company, by their fellow-townsmen; and 


community builders are respected and 
that it is up to them to make good. Are they making good, 
relations with the Michigan Mutual cordial 


Ask any of them. 


and are their 


at all times? 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 


one 





The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 


of California ~ 








Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P, O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bidg. 
Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 
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man life values the factors of personal 


skill, industry, judgment and driving 
force that mean so much to business 
success, greatly exceeding in importance 


These personal fac- 
real source of all 


all property values. 


tors are, after all, the 


other economic values. Were it not ior 
them, there would be no property val- 
ues. Were | called upon to make an 


values in the United 
States based on the current earning Ca- 
pacity of our adult population, capital- 
ized at an ordinary rate of interest, 
would place the total valuation at not 
less than six to eight times the aggre- 
vate of the nation’s material wealth. 
Surely such a predominating element in 
our national economic wealth should be 
ccorded scientific consideration when 
we have to extend it for many 
years to the minor element. Instead, we 
from an economical standpoint, 
ignored the creative force that 
property values. We have 
empl asized the effect rather than the 
cause; the finished service rather than 
the periormer ol the service; the tem- 
porary products rather than the perma- 
I producer of these products. 


estimate of life 


scen fit 


| ave, 
largely 


wives rise to 


Life Value and Its 
Business Worth Shown 


“With respect to many classes of men, 
the life value constitutes practically all 
of their business worth. This is true of 
doctors, dentists, teachers, clergymen, 
lawyers, engineers, architects, scientists, 
authors, actors, salesmen, and innumer- 


able other groups engaged in profes- 
sional or expert work. The significant 
fact in this connection is that in many 
callings, the greater the practitioner’s 
skill and compensation, the more com- 
plete the loss of the business asset in 


the event of the passing of the life value 
involved. The average doctor’s practice, 
I am advised, can possibly be sold for 


an amount equal to one year’s income— 
appallingly small when compared | 


a price 
with the practitioner’s earning capacity, 
spread over the normal working life. A 
great specialist, however, is irreplacable, 
even to this small extent in his case 
because no substitute exists. Loss of 
the life value is equivalent to a total loss 
of the business asset. In many voca- 
tions, such as teaching, the ministry, the 
stage, salesmanship, etc., the loss of the 
life value, unless hedged with insurance, 
ilmost invi iriably means a total 
th e capitalized business worth, irrespec- 
tive of whether the practitioner is great 
or mediocre. The same is also true of 
all persons working on a salary, be they 
rdinary or expert.” 

Dr. Huebner has clearly demonstrated 
that by all odds, life values are far more 
important than property values and that 


loss ot 


they can be accurately measured and 
lite insurance ne bonds writ- 
te against their untimely loss. 


Life Values of the American 

People Are Enormous 
values of any country are 
These are worth 
values of a 


The chief 
the lives of its people. 
many times all the property 
nation. It has “al estimated that the 
alue of American property is from 325 
to 350 billion dollars. Using the for- 
mula that Dr. Huebner laid down, this 
would make the total life values of our 
American people approximately $2,400,- 
000,000,000, of which amount there is 
less than $64,000,000,000 covered by life 
insurance of all kinds at the present 
total insur- 


time. Put another way, the 
ance carried, covers about one year’s 
income, which is estimated at around 


$60,000,000,000. Neither an individual 
nor a nation has sufficient life insurance 
when only one year's pro- 
vided. The utter inadequacy of life in 


income 1s 


surance is further illustrated by these 
facts. The total gross estates left by 
decedents in 1922 was $2,879,372,168 
Total expenses: 

Funeral and administrative .$106,660,119 
I a ie hae ea a 335,326,886 
laxes 115,838,953 
Total shrinkage . .... 557,820,958 
Total life insurance death 


claims paid during $370,078,428 


Difference $187,747,535 


' 


August 7, 1924 


Life insurance, therefore, did not even 


make good the shrinkage of estates 
caused by death, to say nothing of the 
replacement of life values. Another 


thing we should consider: there are ap 
proximately 400,000 deaths within the 
United States annually. It has 
developed from reliable sources that the 
average cost incident to last illness, in 
cluding doctor’s bills, nurses, surgeons 
medicine, funeral expenses, etc., is ap- 
proximately $1,200. The deaths there- 
fore are annually costing $480,000,000, 
which is $109,921,577 more than the to- 
tal death claims being paid by life insur 
ance. These are just a few of the high 
points to be considered in connecti n 
with our subject, “Looking Forward.’ 


Money Value of Life 
Table Been Constructed 


been 


In attempting to measure the value of 
a life, let us use our money value of 
life table. This table is based upon a 5 
percent assumed rate of interest, the 
prospect's expectancy and his averag: 
net income. The net income is deter- 
mined as a working proposition by tak 
ing the income and subtracting 
from it one-fourth, this being the 
amount that will be consumed by the 
prospect himself in the great rank and 
file of our cases. After determining the 
value of the life on the above bases, we 
should write an indemnifying contract 
or contracts, equal to from 60 to 70 per- 
cent of the total value of the life. We 
will find in most that about 12 
percent of the prospect’s gross income 
will provide a sufficient amount of pro- 
tection insurance, such as term and life 
paid up at 80, to cover the amount of 
indemnity required. 


Life Men Should Know 
Foundation of Service 


gross 


cases 


_ As a part of the preparation for our 
future work as underwriters, we should 
clearly study and know the background 
or foundation of our service. We should 
have a clear conception of modern in- 
dustry and what it is trying to do and 
the general trend of development. We 
should have a clear understanding of 
these staggering statistics above re- 
ferred to. They show us the need which 
modern industry has for life insurance. 
They show us the appalling losses that 
are today being sustained through un- 
timely deaths, and every time such a 
death occurs, modern industry must pay 
the price. Dr. Huebner has given us a 
new vision of the field for life insurance. 
He shows us most clearly that the big- 
gest asset in our nation is the life values 
of its people and that these values can 
be indemnified by life insurance in a 
suitable form to cover the needs which 
grow out of the activities of such lives. 
With this most gripping and interesting 
survey of the background of our service, 
it is our privilege now to look forward 
and to map out some definite courses of 
action that will enable each of us to 
take our service into these new fields 
and more effectively present it. To do 
this, however, there are certain things 
we must bear in mind. Above all things, 
we must be definite because we are out 
which is to be 


now to build a service 

permanent and to accomplish this mis- 
sion we must be constructive. 
Achievements of Today ‘ 


Foundation of Success 


very timely said: “Our 
successes of tomorrow are founded 
upon the achievements of today.” Ap 
plying the thought of this quotation to 
our work as constructive salesmen, our 
future success will be measured and de- 
termined by our ability to organize our 
ichievements of today as the foundation 
or stepping stones of our success of to 
morrow. 

The general theme of our convention 
has been “Constructive Salesmanship.” 
This is a most comprehensive theme. It 
involves building permanently—building 
those great, broad, cooperative 
lines. It means to develop our service 
to the point where it becomes speci 
ized service, adjusting it to the indi 
vidual needs that will clearly and de! 


Someone has 


along 
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nitely help the individual do what he is 
trying to do. 
In the development of our general 
theme we have gone from the general 
the specific, and have handled it in 
four separate units. I want to very 
briefly review those four units and bind 
them up. if I may, into the one big, 
general theme of our program. 
SECTION 1 
Constructive Underwriter 
Must Be General Diagnostician 


j a 2 
In this section the outstanding 
‘ thought has been well developed that n O Irming am 











the successful underwriter of the future 
is the all-around underwriter. He is 
neither a fair weather nor a rainy day 
man; he is neither a city nor a country 





man, but he approaches his business as The Pan-American Life will hold its second 1924 Divi- 
a profession. He reckons the service a . . . . 
he is delivering in terms of human sional Convention at Birmingham, Alabama, on August 
needs satisfied. We could best appre- . ° a ; 
ciate the progressive underwriter by 8 and 9 for its representatives from the States of Alabama, 
rt comparing him with a progressive prac- 7 . ° " 
5 titioner of medicine. If some member Arkansas, Georgia and Tennessee. 
1K of your family became seriously ill and 
x you sent for a doctor, and upon arriving 
r- the doctor looked over the patient and The cnccrec ef} me ‘ , > : ‘rane  P 
: ie oT aoe cae eat ee tae ae a meeting the Company held in French Lick 
ng pared to handle this case as my work . ro] , se » > entire aniwats 
ne uk vn Gan ae tee ee Springs in July is the talk of the entire organization and 
he have to call so and so,” and if you sent the wisdom of holding Divisional Conventions is best | 
nd for another doctor and he came in and : : ‘ | 
he said that the first doctor had made a shown by a splendid increase of new business produced i 
we mistake in diagnosing the case and that : ‘ a, 4 
ict in his opinion the patient was suffering th rough those agencies represented at E rench Lick. j 
pr- from so and so, and it would therefore ‘ 
Ve be —— to call ees oe Peggcers and 
12 by the time you succeeded in getting a sh cai . a ae : p > 
me doctor who could handle this particular These Conferences are but one of the methods the Pan- 
se patient’s trouble, the patient might be A oe > sl — ° ° ° _ 
te oo tar quinn tint the cardien when eee American has of assisting its field organization in writing 
of fered would be of no avail. Now, if that . | 
™ ee hat happen, whet would we think a larger and better business. 
of the medical profession? We would 
lose confidence in it, and we would have : . ; : ’ 
a right to do so. Pan-American service also includes an Educational! 
0 Must Be Well Grounded . : rae P F . ° , 
wld in Their Profession Course which teaches the fundamentals of the business: 
ud Physicians, to diagnose human. ills a Sales Planning Department which secures prospects 
i and prescribe for them successtully, ik : 3 : ; i. Senet 
= must be thoroughly posted as all-round and arranges interviews; an aid to organization building 
a practitioners. 1ey must have a thor- . “gers ap %, : . 
ra ough knowledge of the human body and through our National Advertising Campaign; and a full 
hes be able to diagnose its ills, and particu- : . : 
ch larly to prescribe for them. This is line "= 
— absolutely essential to the success of 
et their service, and yet it is no more im- 
. portant to society as a whole that the lead am _ a 
‘og physician be an all-round, thoroughly Low-cost Life Policies 
posted practitione hz he lite der- . ine P nee, Y —— ° 7 
pay Soler eo Sreaiiiy Wheel gaated Substandard Policies for Under-average Lives 


practitioner of the science of underwrit- 


nce. ee ee ee Child’s Educational Endowment 


big wares and h c He t ap- ‘ 
ares ant IS prospects. e must ap = _ 
= preciate the fact that to succeed in his Group Insu rance 
a business it is necessary for him to be ‘ s * —- o : a : / _ 
na ax a dnd ae ata, i tele All forms of Accident and Health Insurance 
hich prospect has for life insurance, whether 
— the prospect be a banker, farmer, law- . 4 . ‘ . 
—s yer, doctor, or _W hatever he may be. \\ e have a tew general agency openings tor men not pres- 
oe Chere are certain needs which he has . . 
ware for life insurance service. In carrying ently attached. 
ts ol out his general life program he is hook- F 
“4 ae ing up with that life program a financial 
ne oa plan; in order that he may work that 
= wt plan out it is essential that he have life 
nt insurance to help him do certain definite Address | 
Ingss, things 
e out 
o be Must Fit the Service to 
mis- } Any Class of Prospects 


E. G. SIMMONS, Vice-President and General Manager 


Che successful underwriter must, 
theretore, be able to fit his service to 


any class of prospects so that the service 
will help the prospect do what he is try 
“Our ing to do. It should, therefore, be just 
. — 
inded as easy tor the successful underwriter 
Ap- to talk to a farmer or a banker, a law- ° 


on to ver or a doctor. It makes no difference 


: = = trained 9 Sg what the pa NEW ORLEANS, U. S. A. 


ts occupation is. would not be 





our interested in that. He would be inter 
lation ested only in the physical condition he 
of to hinds with the patient, and then in pre- 


scribing a remedy that would help cure 


ention the impairment. CRAWFORD H. ELLIS, President 











ship If we, as life insurance men, hope to 
ne. It build our service for the future along 
rilding those lines which will be permanent and 
rative constructive, then we must become all 
Service round lite underwriters, and be able to 
pecial I ipproach any class of prospects with a 

indi view of developing the needs which they 


1 det 











8 THE NATIONAL UN 


‘_DERWRITER 


August 7, 1924 




















TEXAS 
AGENCIES OPEN 


RESOURCES 
Over One Million Dollars 


OUTSTANDING 
INSURANCE 
Over Twelve Million 
Dollars 
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have for life insurance, and then pre- 
scribe the right amount of life insurance 
service to cover those needs. 


Life Men Are Serving 
All Kinds of People 


In connection with this, special reier- 
ence is made to the fact that our com- 
pany, through its educational depart- 
ment, has for over a year been developing 
and hammering home the big thought ot 
our agency force—that we are not agri- 
cultural agents; we are not industrial 
manufacturing agents; we are not banker 
agents; we are not medical professional 
agents; we are not developing service 
for any particular class of prospects, but 
we are all-round practitioners—we are 
serving doctors, lawyers, farmers, real 
estate men, fire insurance men, and al! 
other classes of people with equal effec- 
tiveness, and as a result we are seeing 
a lot of our good workers who, up to a 
year or two ago, devoted the major por- 
tion of their time to one or two groups 
of prospects, now expanding their serv- 
ice and walking out into many other 
fields of human activity with the result 
that they are developing business 
through all of these channels. They are 
not rainy day agents, nor sunshine 
agents, but they are universal agents, 
equipped to develop the life insurance 
needs which every prospect has, irre- 
spective of what his calling may be, and 
then prescribe the type of service that 
will best suit his particular needs. 


Life Salesman Linked 
With All Activities 


Clearly, this type of service is con- 
structive. It hooks the underwriter up 
with the active work and life purpose of 
every line of workers in his community. 
He becomes their big, human shock ab- 
sorber. He is the salesman who can 
analyze their conditions and outline a 
service that will help them work out 
and solve their life problems to the 
end that they will capitalize their life 
values and organize homes, buy farms, 
establish businesses, open up offices and 
conduct professional lines of work, and 
in fact will go into the highways and 
byways of human activity and exploit 
and develop every opportunity that pre- 
sents itself to the human race. 

The modern, all-round practicing 
underwriter becomes the right hand 
bower to every line of human activity. 
He is there with his service to help in 
a definite and specific way, and as a 
result makes himself one of the most 
valuable workers in the community in 
building in a comprehensive and con- 
structive way the estates and the busi- 
ness of the builders of that community. 


SECTION 2 


Constructive Underwriter Must 
Develop and Provide for All Needs 


The big, outstanding thought of this 
section is for the underwriter to sell his 
services for the maximum price, and to 
do this he must render the maximum 
service to his prospects. It is essential 
that we develop with every prospect a 
keen appreciation for life insurance 
service, but we must go further. We 
must apply that service to the specific 
needs which the man has for life insur- 
ance service. There are many classifica- 
tions of needs which life insurance will 
cover, but a general classification for 
the purpose of our discussion will no 
doubt suffice, as follows: 

Life insurance to pay mortgages, 
est, taxes and other debts. 

Life insurance to provide for the home. 

Life insurance to educate the children. 

Life insurance to provide for old age. 


inter- 


Must Analyze the 
Needs of Prospects 


It is essential that we analyze with 


the prospect his needs for life insur- 
ance. As a constructive salesman we 
must not be satisfied to sell a man a 
policy to cover just one need, when 


probably if we would go into his case 
and analyze his needs we could develop 
with the prospect a keen appreciation of 
life insurance covering several needs at 
that particular time—needs which would 
require three or four different types ol 


policies to cover. In other words, we 
must be hunters, developing specific 
needs and then outlining a definite pol- 
icy to cover these specific needs in such 
a way that there is built around the 
particular policy placed a personality, a 
sacredness, a definiteness that so closely 
interweaves it with the prospect’s gen- 
eral life purpose that the policy when 
placed is keenly appreciated, and the 
longer it is carried the more it is appre- 
ciated. 


Careful Investigation 
Must First Be Made 


Pursuing our work along the above 
lines as constructive salesmen, we will 
call on prospects and open up our sale, 
not for the purpose of just selling life 
insurance, but we will first make a care- 
ful investigation. In the line of the 
physician’s work, we will examine the 
patient to find out his actual physical 
condition; we are going to briefly find 
out, if we do not already know before 
we attempt to make a sale, the needs 
which the prospect has for life insur- 
ance. We will ascertain, as an illustra- 
tion, if he has provided for a clean-up 
fund to pay the expenses incident to his 
last illness and death, and little local 
bills he will leave. If we find these not 
covered we will probably recommend 
a Life 80 for a sufficient amount to 
cover this item. We will then make an 
investigation about his home. 


Various Policies Will 

Fi+ Various Demands 

If there is a mortgage on it, has pro- 
vision been made to kill it, enabling the 
man to take it to the grave with him if 
he has to go? It this a is open 
will probably recommend a convertible 
term policy for a sufficient amount to 
cover this item. Among other lines of 
needs about which we will make definite 
inquiry is a fixed income for endowing 
the home, and an ideal way to ascertain 
this is to develop first with the prospect 
what the fixed monthly expenses amount 
to, and what his total resources would 
produce per month at 5 percent interest. 
In about 99 cases out of 100 there will 
be a substantial deficit. Whatever this 
deficit is, cover it with an income pol- 
icy for a sufficient number of months 
to enable the mother and beneficiary to 
finish the education of the younge st 
child, at least through high school; also 
a continuous life income policy. 


Will Provide for the 
Call of Old Age 


Then we will make specific inquiry 
about policies to provide for the educa a- 
tion of the children on beyond the hig 
school, and we will also emphasize - 
the prospect one of the big advantages 
accruing to him in the placing of life 
insurance to cover these various needs 
that is, that the policies carried to pro- 
vide for these needs will accumulate 
sufficient reserve to provide for himself 
as an old man, thereby enabling him to 
guarantee the continuation of his income 
through old age. ’ 

In hunting for needs, calling on vari- 
ous prospects, we are going to make 
specific inquiry about all of the above 
items in every case, and if our prospect 
is a substantial citizen, irrespective ot! 
his occupation, we are going to make in- 
quiries about needs for credit insurance, 
business insurance, gift insurance, emer- 
gency cash insurance, and insurance to 
cover estate hazards. In brief, we are 
going to fit our service to the prospect's 
needs in such a way that the business 
will be progressive, and out of it will 
grow and develop additional policies in 
the future. 


Will Develop Needs as 

Time Goes Along 

We may not make inquiry 
about all these lines of needs in our 
original interview with the prospect. Ot! 
course, we are not going to sell him 
life insurance to cover all of these needs 
at cne time, but after developing a tew 
of the outstanding needs he has for lite 
insurance we will probably pick two or 
three of the most ee A such as 
income life insurance, life insurance 
educate the children, and debt cancelling 


specific 
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insurance, and we will drive home our 
service for these lines first. Then, later, 
keeping in touch with our prospect, and 
calling on him year by year, we will 
present to him service for those other 
needs until by and by we will have that 
prospect thoroughly covered with life 
insurance in a broad, comprehensive 
program service. 
SECTION 3 

Constructive Underwriter Seeks 

and Cultivates Prosperous Prospects 


This section of our general subject 
has dealt with a very important phase 
of underwriting. If we, as underwriters, 
hope to measure up to the full meaning 
f our general theme, “Constructive 
Salesmanship,” then we must be very 
definite in our work. We must appre- 
ciate the fact that life insurance 1s an 
indemnity contract for the purpose of 
replacing the money value of life. This 
thought was beautifully presented in a 
recent decision of the Supreme Court 
of the United States, handed down by 
Chief Justice Taft in which he referred 
to insurance as being an indemnity 
against loss, whether it were a ship, a 
building or a life. 


Must Measure Value in 
Dollars and Cents 


We, as underwriters, must approach 
the prospect with the thought of meas- 
uring his value in dollars and cents, and 
this is going to cause us naturally to 
weed out the sheep from the goats. Ir- 
respective of what particular line ot 
prospects we are working among, 
whether they are lawyers, doctors, mer- 
chants, bankers, or what they are, we 
are not going to spend our time, if we 
work effectively, upon the dead ones, 
but we are going to work constantly 
with the thought in mind—has this 
prospect a monetary life value, and it 
so, how much? Whatever the value may 
be, that is the measure of the life insur- 
ance service that I am going to try to 
render. This means that we, as life in- 
surance salesmen, must seek prospects 
in the various walks of life who have 
valuable lives, bearing in mind always 
that life insurance is written for the pur 
pose of indemnifying the loss of money 


Useless to Approach Those 
Whose Lives Are Valueless 


It is useless to approach prospects 
who haven't valuable lives because there 
would not be a financial loss in the event 
of their death, and we are not going to 
get very far in attempting to write life 
insurance on such lives. In the first 
place, the company would not issue the 
insurance—at least not much of it if we 
wrote it, and we would not be able to 
collect the premium on hardly any otf 
it if we did write it. We must keep ever 
before us this proposition—that the life 
value of the individual is going to deter- 
nine the amount of life insurance he 
should carry, as well as our ability t 
sell life insurance and make safe and 
satisfactory settlements with the pros- 
pects for it. 


Will Cultivate Prosperous 

People of Each Class 

The successful underwriter is going 
to cultivate irrespective of what class 
of prospects he is selling, the prosperous 
workers in that class, and this leads us 
to another matter that should be con 
sidered in dealing with the prosperous 


classes. It is imperative that we keep 


ourselves fairly well posted on the con 
litions affecting the prosperous classes, 
imong whom we are working The 
underwriter’s work, as an illustration, in 
the great cattle raising, wheat, corn am 
cotton growing countries, should keep 
themselves posted on the market affect 
ng these products and the financial con 
lition of the men engaged in these in 
lustries, because that will determine in 
i marked degree their ability to sell lite 
insurance service to such men. Agents 
working among the industrial classes, 

inufacturing classes and the _ big 
tsiness classes, should certainly keep 
emselves posted on the marketing and 
nsportation conditions affecting these 
aes 


It is of tremendous importance, 
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CERTAINTIES 


DEATH AND TAXES! 


According to the proverb, these are the great certainties of civilized life. 
find it so. 

The total ordinary receipts of the United States Government for the fiscal year 1923 
were $4,000,000,000—or over $36 per capita. Practically all from taxes! Who paid this? 
Perhaps you think you didn't. 


TAXES ARE A CERTAINTY! 


The budgets of the various States, for 1923, were over $890,000,000—nearly $9 per 
capita. Practically all from taxes! Who paid that? Perhaps you think you didn't. 

Municipal taxes exceed the State taxes, for those who live in cities, many times over. 
The taxpayers of Greater New York pay over twenty times as much in city taxes as they 
do in State taxes. 

The report of the Federal Trade Commission says the total amount of taxes paid for 
federal, state and local purposes in 1922 was over $7,750,000,000. 

Don't think you escape because you directly pay no real estate tax and no income tax. 
“The consumer pays the tax,” in the cost of what he consumes—rent, food, clothing, 
transportation, recreation. 

The man who actually pays the taxes passes a part or all of them on to the consumer. 
He must—because his goods and his service cost him more. All the great corporations pay 
large amounts in taxes—and taxes make the cost of their products higher to the consumer. 
The railroads pay more in taxes than they pay in dividends to stockholders. 

This Company has within five years paid over $19,000,000 in taxes, excluding taxes 
on real estate. All of this $19,000,000 would otherwise have been used to reduce the cost 
of insurance. In other words, the Company passed the taxes on to the consumer, on to 
its policyholders. It had to. 

This happens constantly in every business, and yet many people think they escape 
taxation because they make no tax returns. 

We all pay taxes while we live, and our estates or our families or our friends pay them 
for us when we die. 

If, for example, you die possessed of railroad stocks, they may be taxed by each state 
where the railroad is incorporated, by the state where you resided and by the state where 
the certificate was located at the time of your death. It has happened that inheritance taxes 
exceed the entire value of an estate. 

Yes, taxes are certainties! 


And we 


And they often bulk large; too large! 


DEATH IS A CERTAINTY! 


Death has a long record. He appears in the first chapter of the story of mankind. For 
centuries Death seemed capricious—subject to no law—and he is so still, so far as the indi 
vidual is concerned; but, with men in the Mass, Death has a well discerned law of action 

Of ten thousand men in good health, some will die the first year and some in every 
year thereafter till all are dead; but who will die soon and who will live long is the great 
mystery. 

During the first three months of 1924 the New York Life Insurance Company paid 
2,739 death claims. Of these policyholders, 126 died in the first year of insurance, 136 in 
the second year, 463 between three and five years after insuring, 494 between five and ten 
years after insuring, 707 between ten and twenty years after insuring, and 813 after twenty 
years of insurance. Twenty years ago no one knew which of these 2,739 people would die 
first. 

That uncertain but sure event lies at the very heart of the practical problem of living: 
it made life insurance necessary. 

Between these certainties—Taxes and Death—what should a prudent man do? 

He must himself meet the first certainty: Taxes. He will pay taxes while living even 
though he doesn't know it. 

But the taxes that literally spring at his dependents when he dies he cannot meet per- 
sonally. He can provide for them, however, through life insurance. 

He can do more! He can at once create an estate and protect it 

Ask any New York Life man! He will tell you all about it. 


NEW YORK LIFE INSURANCE COMPANY. 
DARWIN P. KINGSLEY, President 
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Are You Looking for 
One of These? 


A cea openings in “The GREAT IN- 
DUSTRIAL HEART OF AMERICA,” 
offering exceptional opportunities for men 
who can make good under contracts direct 
with the company. A line of policies which 
are especially attractive and easy to sell 
makes business easy to secure, and liberal 
first year and renewal commissions make the 
work profitable. 


In Ohio, Pennsylvania, West Virginia, Ken- 
tucky, Illinois, Indiana and Michigan, we 
have places for men who are ready for their 
bigger opportunity and who will let us help 
them make good. 


Write in confidence, to 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 








The 
Security Mutual Life Insurance Company 
of 


Lincoln, Nebraska 


For information regarding a General Agency in 


IOWA SOUTH DAKOTA WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 











READY FOR YOU HERE 


“tools”—the best and most varied. 

Cooperation—that goes right into the field with you and a you money. 
Opportunity—unlimited with a growing, progressive campan 
Pieid—Minnesota, South Dakota, lowa, Illinois, Nebraska, tomes, Kansas, Okdahoma, 


Texas. 
When one of our salesmen really works—we work and spend with him—to INSURE 


his success 
NATIONAL FIDELITY LIFE 
Insurance Company 


Home Office Kansas City, Missouri 
Ralph H. Rice, President 


nana our service to these prosperous 
classes, that we keep ourselves posted 
on the tax laws that are today making 
tremendous inroads in the estates oi the 
prosperous people throughout the coun- 
try. However, men of moderate means 
need life insurance to protect their es- 
tates. If we are going to help men with 
liie insurance service to do what they 
are trying to do, then we must know 
the things that are going to affect them 


and their assets, and show how life in- 
surance can be used to avoid these 
losses. 

SECTION 4 


Constructive Underwriter Diversifies 
Building Clientele Among All Classes 


Vitally important as it is that the con- 
structive salesman be prepared to diag- 
nose and deliver service to all types of 
prospects, and to work out a general 
program covering the needs of these 
prospects in a most workable way, and 
also to develop a clientele among the 
prosperous classes—vitally important as 
all three of these items are, we are still 
going to miss the mark and not measure 
up to our maximum possibilities should 
we for any reason fail to diversify. The 
constructive life insurance salesman 
going to look in all the different avenues 
of lite for prospects because men with 
valuable lives will be found in all of 
these various walks. To solicit among 
farmers, Jawyers, doctors, merchants oi 
the various classifications, industrial 
workers, manufacturing interests, live 
stock raisers, promoters, alone, would 
be a mistake. In a word, if we hope to 
build a constructive business, and pyra- 
mid a business, that will reflect credit 
on the business, and put profits in our 
pockets, then we must become experts 
of field conditions and become familiar 
with them because within them lies our 


is 


future and our success. Knowing con- 
ditions in all of these lines, and being 
able to properly diagnose them deter- 
mine our fortune. 
Salesmen Have Become 

Universal Underwriters 

Without being personal, the Kansas 
City Life agency force has a host oi 


agents whose work during the past two 
vears demonstrates beyond question of 
a doubt the correctness of all the state 
ments | have made, and the conclusions 
drawn. These agents are today univer 
sal underwriters. They are selling a 
farmer today, and a doctor tomorrow. 
They are arranging a monthly income 
contract one day, an educational con- 
tract for children the next, insurance to 
hedge against federal estate tax, state 
inheritance taxes and cost of adminis- 
tration the next day. In other words, 
these successful workers among our own 
organization who are really reaching out 
in a bigger, broader and more effective 
way in the constructive salesmanship 
which they are pursuing, are demon- 
strating what we have attempted to put 
over in this program. 

Someone has well said that we arc 
architects of our own fortune. We 
make them or ruin them. There no 
roval road to success. The doctor, the 
lawyer, the minister, and all the various 
professions spend from three to five 
years in preparation for their life work, 
and therefore their work an endless 
study. They are never through, day 
after day they are continuing rein- 
force their classified knowledge which 
they have about their profession 


Life Men Must Delve 
Into Their Business 


all 
can 


1s 


1s 
but 
to 


If you and I hope to be considered 
as constructive salesmen, building a 
great business for the future, increasing 
our efficiency as well as selling our 
service for a higher price, then you and 
I must go to school as the doctors, law 
yers and other professional men go. We 
must delve into our business and learn 
the details of it sufficiently to enable us 


to deliver high-class service to any pros 
pect anywhere. When that done we 
will find that irrespective of the finan- 
cial conditions prevailing in the country 
we always have prospects. We will no 
longer be single-track thinkers, or work 


1s 
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but we will be universal, metropoli- 


ers, 
tan workers. We will be meeting life 
in every channel of human activity, and 


will get returns for our 
fold over what 
The great busi- 


as a result we 
services rendered many 
realizing 


we are now 

ness of life insurance, as big as it is, 
as sacred as it is, has only just scratched 
the surface. In some of the Eastern 
states where life insurance work is 
older, more concentrated than in the 


West and South, they claim as much as 
14 to 15 percent of the life values have 
been covered, whereas throughout the 
great field of the South and West where 
the bulk of our agents are working the 
coverage amounts to only 8 to 10 per- 
cent. It is estimated that 50 percent of 
the combustible life values of property 
in this country are covered by fire in- 
surance, and here in our territory only 
# to 10 percent of these life values, far 
more important and precious, are cov- 
ered by life insurance. 


Much Work to Be Done 
in Bettering Conditions 


There is an endless line of prospects 
and an inestimable amount of work that 
you and I can do in promoting the eco- 
nomic condition of prospects throughout 
our respective fields and, incidently, in 
fostering and bettering our own indi- 
vidual financial conditions. Let each of 
us get that bigger and better and 
broader view of legal reserve life insur- 
ance and our possibilities in it. Let us 
realize the fact that we are limited in 
the time we will have to serve in this 
great business and we should, therefore, 
make every minute count by developing 
ourselves into real, constructive life in- 
surance salesmen whose lives are dedi- 
cated to the first and most important 
business of the nation; namely, the 
conservation of the values of human 
life. 

SECTION 5 
Our Dreams Realized 
Through Cooperation 


The building of a great life insurance 
business requires that company officials, 
heads of company departments, man- 
agers of field forces and underwriters 
on the firing line all cooperate with each 
other. The entire organization will be 
only strong its weakest link, and 
if any department or any section of the 
line-up is throwing off or failing to 
function on a 100 percent basis, it affects 


so as 


the entire organization. Your company 
officials have their dreams and are as 
justly ambitious to see their company 
developed into a_ great, outstanding 
service institution as you are in the de- 
velopment of your personal insurance 
account. You have problems that must 
be solved. They have problems. We 


must cooperate with each other and help 
to solve one another's problems. We 
must consider ourselves as members of 
a great family, and family pride, loy- 
alty, cooperation, enthusiasm and devo- 
tion must be present with all of us if 
we hope to help each other build a great 
life insurance service for the future. In 
this program don't forget that to the 
extent that we help in solving the other 


fellow’s problems, to that degree we 
have promoted ourselves. Let us, there 
fore, work for the big family unit and 
when we do, we can rest assured that 
we are best serving ourselves. 
May Mutualize Standard 
According to the Manchester “Guar- 


directors of the Standard Life 
of Edinburgh have proposed 
to mutualize the company and turn the 
control over to the policyholders. If 
the plan is approved by the sharehold- 
ers, and Parliament passes a bill author- 
izing the change, present outstanding 
shares will be exchanged for fully paid 
5 percent stock. The stock would be 
irredeemable, but in the event wind- 
ing up it would be payable at par, rang- 
immediately after the claims of the 


dian,” the 
Assurance 


of 


ing 

policyholders. This decision is in line 
with the movement in this country in 
which the Metropolitan Life and the 


Equitable Life were mutualized. 
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me meme ee eee ete 
. ’ 
DISCUSSES INCOME POLICIES APPLIED { 
T 
TO PROSPECT OF LARGE MEANS | ' 
At the recent agency convention of in advance. In writing the application Able Mana em ent 
the Northwestern Mutual Life, George I mentioned casually that in addition to } 
J. Kutcher, of New York, gave the fol- $50,000 he was taking and paying for, I 
lowing address on income policies was going to give him a 60 day option j 
“I believe that policyholders and their ler an additional $30,000 policy to e1 
beneficiaries may suffer seriously if poli- him to increase his | to a t } 
cies are carelessly endorsed because of $100,000 should he so desire, whi One ot the outst: ng teatures ot the Atlan 
inexperience, or lack of vision and im- stated, in addition to paying $20,000 in t Lj } ’ mar ment tl } hy 
comas ie ane alt ae nel } ld oi + +f mamitie tx Tie lle 1s the abi inagement that has but 
agination, on the part of the agent. I cash, would give his wite a thly "pe 
believe that come of $320 for lite After s ie dis the c Mpa Vy up in £+ short years ( per iting } 
must be exer cussio1 e ¢ sented t llow me t entirelv on the General \gency svstem, the 
large or small, give him this option with the cific company has over $100.000.000 of insurance 
that a few lerstanding t was not ¢ i * ; “penn 
} car hs fs . a 4 2k : ; Im force; Ove UOU.U000 of assets, and over 
should bene i cce the ORal ins ce | 
me nai S1.000.000 ot is tunds 
come end ree c Wrote Him for Limit | ; 
the policyholder To illustrate 
“Enough insurances be left When the policies « emi 1 \ : vlarh nter 1 DI nt 
1 intervi 1 } » +1 - VW I ’ cu \ erested rese 
nava le Im one sur t i marge! et ( erview is we i ( A . . 
or pay ent c ill estate charges parison the cost of the $30.000 as against the states <« IK ¢ tuck\ \lal ima, Georgia s j 
ther death occur in the ear r more at al 4 ni Ine ne 4 > \ ret We . enteres i! Mic 1- 
Nis additional premiut W ] turnish ft , — | exas \le " « c] tracte! men w) P | 
~ nent vs be flex- s wile 1 he event of } Ss ae ease nad é, expert as whee re latesmnioadl ¢ 
thle enough to sured’s not find it ve ait t te ce x age hen ‘ - - oe } 
family against ture con- to draw s check for the additional xe good in a ig Wav will find that the 
i~encies Too rigid an endorsement ( \tter care ‘S itting the check \ tic Life car IT¢ them real opportunities t 
may possibly cause great hardship it sight, I produc ild successful of nizations under attrac 
. : rae Lad anit ear 2 
‘If the insured can afford a large t« blank and remarked « e casuall ‘ -” ‘ +] ¢ } 
. } 2 S 6 on -~ i ( rt ( rac . ese tT es 
enough line, never complete an insur- ga | wished to « ¢ 
ince program without suggesting an in- e distinction Of Dé x ‘ t pol ' 
come for his nts This should be icyholder in the conservatn Nort 
carefull disc 1 with the policy- Wwester! nd suggested that he sign the i 
holder pplica ( and take I t ( the 
Wh ~ 7 1 ; Ins a ; ly + | 
hen the policies have been en- lance ¢ e ce s | Ais e . 
le rsed, alwavs make office records be suggestior was not accepted quite is 
fore delivery of the policies showing in readily as my previous ones had be antic Lire insurance Company | 
detail how eacl policy is pavable This He had never carried a large line of | ‘ 
- - "srar ror +) lir T w iw rking ; ; ; 
s valuable for future reference. surance prior to the line 1 was working Richmond, Virginia j 
> . s nd a total line of $150,000 see 
Endorsements Must Be Flexible , , , j 
te iten hit | emphasized that it 
“Our office has absolutely demon- was far from my intention to sell hin DMUND STRUDWICK W. H. DALLAS 
strated to the entire satisfaction of ; ll of this policy at that time but t I P . P } 
- : 2 Be P ‘ resident Superintendent of Agents 
us, that it is impossible to make any wished to develop certain ideas | = gen 
endorsement today that will without mind relative to the possibilities tor in- | 
change absolutely meet. the ideas and come settlement for the benefit of his 
condition of the insured, if living five wife and infant dat r, whic “ 1 } 
° P ’ ; : meee mem 
vears from the date of the endorsement Involve i line of this size and atter 
It is our practice to check up with the some discussion succeeded in obtaining 
insured at frequent intervals the effec- his signature to the applicatior i — —————— 











ive endorsements under his policies and course this additional policy arri 
to suggest frequent readjustments to and an appointment for a third 
meet the constant changes in his cir- view Was made He mentior ed th i D ° bl G ] A } 
cumstances and family relationships. It wife was extravagant and that he had esirabie enera gency 





must be realized by the agent that while to keep her expenditures within bounds, . 

the income options furnish him with and this with his ambition for the fu Openings 

invaluable ammunition and tend to ture welfare of his infant daughter, gave ° 

greatly increase his volume of produc- me plenty of opportunity to discuss in 
tion, they also place upon him a very come options 

grave responsibility which it is_ his Income Would Not Be Lost 

duty to fully appreciate When you “I pointed out that if the 

place an income endorsement on your nich his inheritance w 





first step if his interests are to be pro 
tected You have also probably but , 
welded the first link in a long chain of 
tuture business which this endorsement : 
will lead to, if you are on the iob pro- 4g, 
tecting his interests and _ incidentally lone | 


client's policy you have but taken the ‘y"\1q he affected by a change in fu at— 

litions, there still would be for 

Fort Dodge Burlington 
Sioux City Davenport 
Dubuque Ottumwa 


your own, Let me illustrate by a per- jot he lost . 
sonal experience posed line Waterloo Mason City 
Chapter from Personal Experience dorsed, was 


him and the 


‘A doctor and client of the office for 
six or eight years carried $20,000 of 
Northwestern insurance encumbered 
with policy loans, endorsed $5,000 pay 
able to his wife in cash and $15,000 for 
15 vears About two vears ago, this 


Real Home Office Cooperation 
man, who is a prominent phvsician, tele 


For an ATTRACTIVE GENERAL 
man, who is a prominent physician. tele- | = idan AGENCY CONTRACT with a PRO- 
itemized statement of the accrued inter- qe daauhter and any chikiven thereatte GRESSIVE COMPANY in a PROS- | 


est under his policy loans to be used in , . 


filling out his income tax return. T in- Cranting to the contingent beneficiaries, || PEROUS AGRICULTURAL STATE 


formed him that I would see him the 


endorsement 
eventually m 
surance Was 

S10.000 


‘ 
‘ 


S1T0O.000 ‘ 





taine ave 





vears as an educ itiona 















following dav. as I wanted to check vvicit wa ry ad - ae = - a. a write | 
back the endorsements on his old poli lle a one . — i steer . a 
cies An appointment for an interview rn Z post ves { id en 
vas ‘cacdhiv. erantes nd during the in nee to continue for inte 
rar ecg aaa Be fl had inherited Needed Change of Enders O. Be LACY 
irom an uncle about $150,000 invested “IT would mention here, that at the 2nd Vice-President —in Charge of Agencies 
stocks This suggested to my mind time this endorsement was 1 le tw 
that part of the income trom this inher Vvears ag there was nly one hild 
janice showld purchase additional in- daughter.” The endorsement, however. 1! EE MINNESOTA MUTUAL LIFE 
surance and | immediatelv proceeded to was made to cover anv unborn children 
lemonstrate how $350.000 of additional so that they would utomatically be 
urance could be arranged to pay to provided tor It is not my practice to INSURANCE COMPANY 
bis wre m event ot his decease , provide life incomes for sons The doc 
onthly income of $200 for life leaving tor was presented with a son a_ few SAINT PAUL MINNESOTA 
the prinemal intact This interested months wo and whet l heard vt the 
m and 1 wrote his apnlication without increase in his tamily, | called ot 








u dificultv, collecting the premium (CONTINUED ON PAGE 14) 
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stage He can sell a $25 or $30 acci- 
dent policy payable on the semi-annual 
or quarterly plan. Mr. LuNGer believed 
that one of the plans life insurance com- 
panies should evolve more effectively 
would be to furnish a bigger opportu 


nity for their men to make good money. 

One of the well known general agents 
Situati 

A RECENT decision of the Massa 

chusetts Supreme Court clears up a 

condition that is found in some con 


cerns selling goods on the installment 
plan Chere has been a question in the 
minds of insurance people whether 
certain arrangements made by some in 
stallment houses did not constitute an 
insurance transaction. The statutes are 
very clear in defining what is insurance 
and they provide tor the licensing of 
insurance carriers and the supervision 
of the business 

The Massachusetts Supreme Court 
has before it a case involving ( E 
Osgood Company of Boston, which 
sells household furniture, carpets and 
similar widen largely on the install 


plan If the making the 


contract 


ment 


person 


dies betore the payments are 


It will enable a man to hit harder. 


Life insurance companies should be 
interested in seeing their men thrive 
and prosperous. When a man is mak- 
ing money he is better satisfied. He 
makes a better agent, he is doing bet- 
ter work tor himself, his clients and his 
company 
Is Cleared 
completed, it provides that the title to 
the property shall then go to the house 
hold and the remainder of the install- 
ments need not be paid. The contract 
does not apply on any accounts of $500 
or more. The court holds that this is 
plainly a contract of insurance. A con- 
tract of imsurance is defined by the 
court as “an agreement by which one 
party, tor a consideration promises to 
pay money or its equivalent or to do 
an act valuable to the insured on the 
destruction, loss or injury of some 
thing in which the other party has an 
interest.” 

“It’s the lazy pup who complains of 


his dog's life.” 


“No matter which way the game goes, 


ke ep cheering.’ 


premiums and 


$6,500 in’ non-cancellable 
also wrote more than $100,000 in life in- 
surance last vear in addition to his ef- 


that line. 


Olmstead Bros. & Co., of 


forts along 


Cleveland, 


state agents for Ohio and Indiana for 
the National Life of Vermont, led the 
company for July with issued business 
in excess of $1,000,000. This old but 
very enterprising agency broke its own 
record last vear, which it has already 


surpassed. George H. Olmsted, thought 
of as the dean among life insurance men 
in Cleveland, is still active after a serv- 
ice of more than 40 years. 

A. Rushton Allen, general agent for 
the Provident Mutual in Cleveland, is 
taking his vacation in a manner condu- 
cive to freedom from agency problems 
or hazards of the motorist. In company 
with a few friends he is sailing up the 
lakes on a freighter, expecting to return 
the same way. Arrangements have been 
made for sightseeing in the various 
ports along the voyage. Mr. Allen was 
brought up near the ocean and says the 
rougher it gets the better he likes it. 


Mrs. Sarah Francis Berry, mother of 
John T. Berry, associate general agent 
of the Connecticut Mutual Life at Nash- 
ville, Tennessee, died Aug. 1, after a 
short period of illness. Mr. Berry, who 
had been attending the National Life 
Underwriters Convention at Los An- 


geles, was informed of his mother's criti- 


secretarv of the Benefit Society of the 
Masonic Lodge. 
Lucius C. Evans, who has been e1 
wed by the N ville. Tens igen 
the Aetna Lit development work 1 
school man and served as vice-presi 
cet ot the Georgia Edveational Asso 
cmtion He started selling life insur 
ance for the Reserve Loan Life al 
became a full time man in 1923. He 
a native of Kentucky 


Taking Inventory 
Of One’s Insurance 


BIERCE of 


Chamber ot 


LEE H. 


ECRETARY 
S Grand Rapids, Mich., 


Commerce in an insurance ialk the 
other day urged life insurance men to 
present a program that would fit the 
particular needs of the prospect he is 
soliciting. He said that if a man were 
to ask a tailor to make him some clothes 
the tailor would take an inventory ot 
the customer’s wardrobe and see what 
was needed. If he had a full dress suit 
a cutaway suit and so on that were u 
good shape he would not suggest an 
other suit of this kind. He would see 
what the customer really needed. M1 
Bierce said that a life insurance agent 
should similarly take account of the u 
surance that a prospect already nas and 
then fit in any new insurance with it 
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COMMISSIONERS NAME Three of the real veterans in insurance 
department service were in attendance 
LUNING AS PRESIDENT at the Seattle meeting. Henry D. —_, 
ton, first deputy superintendent of New 
(CONTINCED FROM PAGE 1) \ ri rk. who completed 40 vears ot service se o 
later fixed the dates for the meeting as ¢arly this year, is of course, the dean of 
Dec. 8-10 but deferred action as to the the convention Commissioner S. W. e 
place McCulloch of Pennsylvania has been in 
ar. — ane In ¢ hil an 
No action was taken in regard to the Marmess a nog ag, k el -~ se wd IN THE HEART OF AMERICA 
place for holding the annual meeting, — ae pag : E. —s behind . ” - 
which was left entirely in the hands ot “a , Pee ee ee ere ee ee Kansas City, Missouri 
the executive committee but it still seems i a aw 
highly probable that Miami, Fla., will D. C. Neifert. 1 
be selected tor that meeting sioner, who was 
Luning Named President Seattle meeting . tt : *h . ee 
pte Rages jy Be We are offering top-notch contracts 
In the election of officers | a Ee gk ee gga weg eaee . . 
‘ J: \- hold that office in t hat F nl] y | ld : h 
' Luning of Florida and S. W. McCulloch 4 year. Both his oO men tnat are wi ing to Dulld wit 
' of Pennsylvania were advanced to pres- to take out active . 
ident and first vice-president respec- Neifert was en a growing Company . 
tively. Bruce T. Bullian of Arkansas work before his 
was made second vice-president and thus missioner. ° 
put in line for the presidency two years ll the convention sessions were held Our policy contracts are second to 
hence. Col. Joseph Button of Virginia in the auditorium of a Seattle depart- 
was reelected secretary \ll were se ment store which furnished good ac- none. 
lected without opposition. In taking the commodation for the meeting 
chair President elect Luning = spoke conte : —_ — — . ° ° . 
briefly, expressing his appreciation of V!SITORS ROYALLY ENTERTAINE If interested in some good Missouri 
the action of the convention in selecting o — . se a ° ° 
him as its chief executive. a See sw ee ; territory, write us. 
in Program Provided for Insurance e 
Endorse Life Underwriters Commissioners and Their Guests 
On motion of Mr. Luning, before he — 
was called to the chair, the convention SEATTLE, WASH Aug 2—It is OFFICERS 
endorsed the resolution adopted by the (oubtful whether any insurance organ- : 
National Association of Liie Under- i2@tion was ever given the sort of enter- F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
writers at its meeting in Los Angeles, sao oo ” ll a ; h rs and a ir WILMER LYONS, Secretary-Treasurer 
urging that ex-service men retain their puests by the insurance men of Seattl DR. C. E. TOLLE, Medical Director 
bonus insurance and pledging the life The big feature was of course the trip 
underwriters to use every effort in their to Mount Rainier National Park, an P 
power to keep that insurance in force. undertaking which was a record breaker Insurance in force after twenty months 
In that connection Commissioner Parker in itself. There were 156 people in the take 
- ° 4 ) ’ I | ker t¢ the } y J 
of Montana declared that if he found mecha Bret = tee te ae over two million. 
iad a a aati ae : : rom Seattle, a distance of 22 
any life insurance man in his state ,) automobiles. entertained ever nigh 
trying to tamper with that insurance ,; paradise Inn. and given ample chance “ . = 
his license would be revoked forthwith. to take in the wonders of Mount Raine 305 Reliance Building 
Phat was the only resolution adopted and the Nisqually glacier, which mak 
outside of one which expressed in un- the park one of the great natural resorts Kansas City, Missouri 
usually strong terms the appreciation of of the country. The Seattle men took 
the convention to Commissioner Fish- ‘"* Visitors to the park in thelt om 
back, the Seattle insurance men and ‘#?S 4nd acted as persona ae to 
. tn . atts I ran nen and people whom the. conveved rhe 
others responsible tor the notable en Deamtiosn of <i , nier Part . me 
tertainment program provided generally known but will have a great === Ee 
The report of the valuation of se- bunch of boosters from now o1 ate as 
curities committee was adopted, provid Of almost equal interest was the boat I 
ing that for the 1925 statements all trip today through Puget Sound and the ver 0h roucies NOW in Force 
. ti honlid 1 “wee ¢ } . beautiful San Juar slands to Victoria 2 
securities snouid « valued a their 2 “ at : aoe al ; . poe - 
actual market value as of Dec. 31, 1924. . t te 7 S + ” ‘tin 
i ‘ ‘ ‘ ‘ ACK ‘ ' = 
Canadians Present was also provided by the local Seattl hie: Only four other life insurance companies 
At the closing sessi . P Dew nen, as was tl i bile trip over nak in America have more policy contracts in 
ort superintendent f insurance of © ty Tuesday t a force than this company. ‘The following 
rty, ] tend t ot sural ) hy dinner e Sea ac lub > r 
British Columbia. wi ot tea tee wh | th a dinner ‘ ses 1 . figvres show its remarkable growth in the 
ritis] mbia, who hac la which was eapectaliy attractive tn its — ' 
dance throughout tl eeting and ap a anf : 7 last ten years: 
John L. Noble, secretary of the Britis] " h f ‘ d y | 
Columbia Fire Underwriters Assoc r s sura ’ starred | Jan. 1, 1914 Jan. 1, 1924 
I l whe h de d the ( 1 tec era He New i t Assets .. 8 7,804,230 § 40,113,271 
( rge of the reception given the visitors aan rns tee i ! “ . “ : Policies in Force. 503,302 1,552,803 
it Victoria todav, spoke of tl coopera tn by ; - : Insurance im Force 73,455,636 351,149,583 
t lich had developed between the R nd RB Rowr era g 
ns nee interests n Canac ind the f ti P) x Mut Lif w ird . = . : 
ed States ; expressed hopes for! in magic and m3 ‘ red as Attractive opportunities open to competent agents in Ohio, Indiana, 
still further development of that spirit, heavily as did the professio1 enter Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri 
C. G. Heifner, now a Seattle attorney, t#iners who appeared in the same p1 e 
vl served as insurance commissioner ®'3&™ ns 
of Waal 3 is ia ~n , ol il aaa wor | The Northwestern Mutu Fire gave e es e . 
a pettayt . ‘ aii sea al a incheor for the visitors ’ the clos- 
ee we ee ae eaten Seen | tne om, Selanne Oe © | p around |W, J, WILLIAMS, President CINCINNATI, OHIO 
ne convention the tact that 24 vears the harbor and through the canal an 
ago he had secured the selection of locks i to AP soed Washington and Union = - —— ee 
Seattle as the next meeting place, al on the way back fron Mount Rainier 
though it was later changed to Buffalo the Tacoma insurance fraternity als 
ind said that if there had been anv rovided nique enter tee ; feature Cc ith F 4 d E. h 
: exaggeration in his promises made at i" the Way of a sea-food dinner served A Oompany wl rienas Lverywnere 
’ . . or i pier it one of the tv's parks out 
that time as to what the commissioners over 4] arniien TH aendall were af ; : : ; : ; 
uuld see and what would be done for yangea so that all of them looked out The agent who is selling insurance in this Company, which 
them if they came to Seattle. these over the water and gave everyone a for seventy-three years has been rendering unexcelled service, 
promises had been more than fulfilled chance to enjoy the beauties of a Puget does not work alone. Wherever he may be, he finds enthusiastic 
when they finally did come to this city. Sound sunset while they ate friends ready to help him by testifying that there is no better 
=e \ considerable number of the commis company in the land than the old Massachusetts Mutual. Its 
a nere returnesc hom<s ' . of ort . * . 
AMONG THE COMMISSIONERS on pid ie 1 ca py goo : ok sane sotees for eerste and = low net cost of me pocteetion 
: : : - ; sty palsies ch p's alin make a combination that assures success to any re 
Governor Hait of Washington in his by the Portland insurance men and USTUSHON y 
1 j , Soe a tris til dt hanianiien “aiid worker in the field. 
address at the opening of the Commis taken Tor a trip over ‘ umbia rive 
inne 7 ntinn : ri . highway . . 
sioners Convention said that other "'e0ws JOSEPH C. BEHAN, Superintendent of Agencies 
states might have bigger companies and Bookl rae Pr P 
bigge isk hut none had howe ooklets ove Popular 
eger Tisks, u none lat a igeer 
commissioner. President Fishback easily The John Hancock Mutual ife 
towered over all others in hotel lobbies which has been distributing thre oh its 
or at the convention sessions, although dvertising department sketches of his 
he had some competition at this meeting. torical happening nd biographies ot 
Commissioners Moore of Oregon and the makers of Amet n history. reports 
scott otf Texas are both big men anc that more hat 000.000 t thes his 
lames A. Beha, the newly appointed torical booklets have been placed int 
New York superintendent, is also tall irentlot Thy moanyv plans t oat? OF SPRINGFIELD, MASSACHUSETTS 
‘ d well built, although hardly in the Iditiovnal booklets on historical topics INCORPORATED IN 1851 
iss with those named from time to time 
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MIEN O Boone fees I on ee oe premium and interest income is now 
N OF MEANS DISCUSSED $100,000 a day, and there are over 1,000 
i] , Ds ’ é ay, anc vere are e , 
(CONTINUED FROM PAGE 11) LIFE COMPANIES’ SEMI-ANNUAL STATEMENTS policyholders paying premiums every 
him and called to his attention the f king day. TI company claims to 
SriC < e tact A . . . working day. re compa cla 
. eorgi . ~~ 
that the endorsement as now effective 4 (As Filed With the Governor of Georgia) be earning the highest rate of interest 
no longer properly covered his insur- a of any company of its size and class, 
ance needs, and suggested changes to — and to i a very low mortality rate. 
2 \isburse- ; s 25,000 non- 
meet the change in his family. He prom- pe Net Surplus ne 2 eyecare The Pacific Mutual now has 25,000 n¢ n 
ised in the very near future to increase | American Central .............. $ 11, 0 $ 506,809 $ 1,801,202 $ 1,276,: cancellable disability policies m_ torce, 
his line by $50,000 and change the op- — BEE s5eseceenececenw’ - 12,762,4 1,086,830 2,245,052 and during the six years since it first 
tions to meet the change in his condi- ey Reserve saline Payee gees ex tet 1.6 issued this contract has collected over 
tion. I expect to close this business be- | Maryland Life ............0ee0+: 4,764,465 $6,000,000 in premiums, Leading life 
fore August 28 when his rate advances meee Seg Mutual ....ccsece 193, 4 9 insurance companies during 1924 col- 
“T), Sas “Yer PRA e ° in Pe <n cen cangecenneneee 9,796.8: 2 eae . . oneal ns CG 
Dozens of cases of similar kind have National Life Association... ds 2681.8: lected $19,000,000 in premium on the 
been met, and our card system has en- | Penn Mutual ........ ee *#281,935,5 a permanent and total disabiiity clause 
abled me to close business that other- | Reserve Loan - .. ee ees 7,466.03 651,904 which provides coverage almost identi- 
wise would never have bee ld 4 Security L. & a a + ee 900,819 467,603 cal with that of the non-cancellable 
- lave been solid. 2? Security Mutual, N. Y.......00. 13,344,653 643,917 : : 
proper presentation of the income plan | Standard Life, G. A.... 2,901,084 399,714 contract. 
is an inexhaustible source of new busi- | State Mutual, Mass 87,939,834 1,648,494 
ness Naturally, all of mv case are — 
; nde ; - not *Estimated. j 
big ones I was taught early in my Plan for Bankers Life Rally 
a Ml ine eer that properly arranging All arrangeme nts have been pertect 
@ smail line under the income plan, was Ti ll A [ f $1,000,000 in Arizona and Ne w Mexico for the annual educational “\ +S 
re as important as arranging large ells ttainments 0 and has $20,000,000 in force: C. C. Day, the Bankers Life ; De ~ Moin Ss at 5p Be 
ines, and I put my entire experience PP fi M 1A who paid for $3,000,000 and has $12.- treal. Bert Mills, assistant secretary and 
judgment and facilities of our well aci fic utua gents 000,000 in force. John Newton Russell, head of the publicity emesis ent, will bi 
snenned fn 1 ° + . . . . Ae Orpen 
equipped office at the disposal of a \t the agents’ convention of the Pa- the company’s leading agency manager, in charge of the company A special tran 
small client just as readily as a large cific Mutual Life, Danford M. Baker, paid for $26,000,000 last year and has will leave Des Moines over the Chicage 
one vice-president, spoke of the excellent over $100,000,000 in force. Vice-presi Rock Island & Pacific Saturday Aug 
Agent Must Sell Himself work that had been done during the past dent Parsons, who has doubled the pro- 9. The train will have ab ard 350 per 
“Let me say, too, that whether your | year by the agency force. Three men, duction of new business in San Fran- sons when it pulls out of Chicag 
chent is a large or small policyholder Col. H. Leste # Archer, Charles L. Lewin cisco in a comparatively short time, paid the Grand Trunk line \ number or the 
you cannot convincingly argue the a Danford M. Baker, Jr., paid for over for $8,000,000 of new business last year. agents will go_ by automobile from as 
come plan of insurance, unless vou vour- | 21,000,000 dhe averaging $1,631,590. The railroad department last vear col- tar away as ‘ )klahoma City and Lincoln, 
self are the izhly sold on income in- Eight men paid for from $500,000 to lected nearly $100,000,000 in premiums. Neb. Oniy those are eligible who are 1 
surance You cannot convincingly 31,900,000, averaging $663,900. Eighty- Mr. Baker emphasized the tremendous the $300,000 class. Montreal was choser 
urge hin t arrange a life income one agents paid for trom $250,000 to growth of life insurance in recent years. because of its far northern latitude a1 
for wife, for mother and for (itidcen £500,000, averaging $313,780 and the en- | During the last five “ars the business because of its historic environs 
unless 4 rself believe in it to the tire group of 179 agents paid tor $54,- of the legal reserve Companion has 
extent of having endorsed your own 000;900, over one -half of the company’s doubled and in all walks of lite the value Pa 
nolicies alange the “es 7 a ! ntir ) bus ss. 73 , ade af life insuranc . Te er “a . , 
along these lines. You cannot ‘ re paid for busine I J lea i f life in os being realized, from Will Hold Agency Convention 
convince a man of the advisability of ar- P14 tor an average of $487,000, and the Federal Government which pays the 
ranging educational policies to as ure earned an average ot $12,600 each, based soldiers’ bonus with life insurance to The agency convention of the Contra! 
the education of his boys and girls un. ©” 50 percent first year commission and the workman who formerly could only Life of Chicago will be held at the home 
less you can visualize what such an edu. 2 COmSeTvative computed value of their afford life insurance in fraternal socie- office Sept. 4-5. The members oi the 
sa Vilat S at 1 . ° A - > -_ ee 
cation may mean to these boys and girls renewal commissions. ties, but now earns enough to pay for 4100,000 and $200,000 clubs will be 
You cannot convince a man that a small General Agents’ Record life insurance in legal reserve compa- attendance. 
nolhicy for moather a ; . iec —_—_—_ - -— 
po! ¢ r or father should be Some of the general agents who at- ™€°- 
ranged as a monthly income, unless tended ms convention were Garland & Has Doubled Business Vern H. Chasey is taking care of the 
‘ou ssess the satisfaction of knowing Martin, who paid for $5,000,000 of busi- The Pacific Mutual has doubled its momestes. N. Y.. ome oe 4 = E wan 
+} ¢ x eae oars sneeememesndlh nals ° . . > - i é absence o Lee = el 
wry ow: irents are protected in ness re 1924 and have $22,000,000 in business during the last four vears in who has been incapacitated for son 
s anner force: Frank Schwentker, who paid for life and accident departments. Its time 
KENT 18/2 0/98 HOE Spaanreid re 
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r= Hoff Bros. Flying Squadron L. L. Hutchinson Drake & Tait C. H. Mattox S. C. Cul 
=) 407 Hippee Bldg Leon, lowa 409 First National Bank Bldg. I. O. O. F. Temple Jefferson, 
: Des Moines, Iowa Mason City, lowa mes, low : 
3) : \mes, lowa Stirlen & 
Abraham Block Muscatin 
uscatine, 
, : Chas. H. Gelo 
Ee Chas. D. Hellen, City Mgr. »29 Sunderland Bldg Wallace E. French Red Oak. I CH. Kd 
, +} 1 - a¢ : Ver ak, owa A a e 
E) 526 Liberty Bldg Omaha, Nebraska First National Bank Bldg ~: 
ES es Moines. Iow q Charles Gi 
| Des Moines, lowa Fort Dodge. lowa Dan Rogers 
f 2253 E. 4th St W. J. Kn 
FR J. Stuart Davis W. C. Johnson J. 
, : Waterloo, Iowa \udubon, 
EB 11 Mullin Bldg (isceola, lowa A. H. Avery 
Ceier Rantée lows Spencer, Iowa B. Frank Shane Alfred M 
i Ottumwa, low: Sioux Citygra 
Fe Lange’s Insurance Agency soe ’ 
FA » 
Ee William Nelson 902 Federal Bank Bldg C. H. Thomas H. M. Culbertson Clarke & 
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Paid to Policyholders . . . . . . . Over $ 16,000,000.00 D M 
Insurance in Force . .... . . + « Over $115,000,000.00 es res, 
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v GA she is the one in a thousand who knows 
0 INS ARE REPORTED : a a how to invest wisely, yet this matter 
DISCUSSES INCOME POLICIES APPLIED, of investing money safely baffles even 
O ~ ~ ~ 1c ur shrewdest financiers Mr. Prospect, 
¢ BANKERS LIFE HAS INCREASE TO PROSPECTS OF SMALL MEANS would you take $5.000 or 310,000 home 
gl i ask your wile to invest it 
- . . \\ 1 dire in your will that 
Iowa Company Gains Fifteen Percent r ¢h oes ee eee . a Se © 2% 000 nolici , : - sage : 
i the agency convention ol € “ ie put 34,000 or 30,000 policies oO! $5.000 or $10,000 worth of gilt edged 
Over First Seven Months of Northwester Mutual = Lit ! t ncome plan is exactly hke saying securities be sold at your death and sub 
onl " niet 
t Last Year : \. Mil on an ca fete i ‘ re ment 
r - K wed e Vv n ee isura < \ sel . ex . when 
e HC Ie men \) t i n any cy- ‘ P ance ettled 
New paid ‘ e Bankers 35,00 $ WO il c g iete c y and I receive ur 
e ' wa ent u css Settlement Options Conserve Principal lis n Janua 1, how } 
ik . i mpare a re C c ‘ e have luly 1 Y 
the 1 « eve t c i ‘ » I . ( he { 
ths of 19 ve ¢ mM} pe i = & . pris ‘ exactl v1 
The Bankers Li entag g t e ha g worth ¥* . ; SVESEEN : é et 
impr VI } . c . . ne . . : We “ ements i 
ix n th g , we ni ¢ ge £ s | te vn € ¢ 
pal ¢ . ot < i eS i x \W\ go j 
Phe oh xe a on S V y sp g 
RY s me \ < press ! ry 
~ ooo v * mee > , td , 2 
} uv } ] \ c \\ °" & ~ 
, | . 
‘ ‘ 
\ ¢ = oo - I I it 
0 cle g g 
l « r i i ore 
Larger Total in July " 
c re ( ve eV 
Nev 1 lul I C i I } el ] 
12.10 vi) « ¢ $11 € el 1 . 
aon 1 ] inti = " hy . 
‘ e . j th re F } - . 
] ce 1 ich ‘ P S1TOR0O0 c i 
( M Me ] 1 ¢ I i 
C | ope 1 Re 
Ty r 1) ¢ \ 
‘ ss : ; , \ Must Kaneow Policies 
oe } ot - Small Policies Need Same Care 
the xcentie ehruar wae 
wer ines shat semcnunt Oe all 1 Che sat 
al . . - | bare - . 
~— st touche ‘ 21° 9 N00 + =f het small \ VW 
* ed ‘ 1 al W 7 ; 
) aL \! a ( 7 
' 27 ett ] 
' “V { y 
21°.000,000 The total of new examined times more than the w left wit ' t rking : sate : . ; ame 6 : , f getting 
‘ } 7 ‘ la | : > ke \ 
Te +] 147 1 ¢] | } 
1 e year was $88,441,000 as compere i? nt t some widows ! ns exactl col tion t think vesting 1 
; ith &S76.000.000 for the correspondi: is much as $500.00 . . . , 
9 i 1 do ' : isiness ! sf (CONTINUED ON PAGE 26) 
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A successful business institution operating in twenty states of the 


aul ma ma a 
Union should carry the endorsement of its home people. The citi- 


Jetterson, 


Stirlen & 
Muscatine, 


: 
zens of lowa have stamped their approval upon this aggressive : 
company. Over $42,500,000 of the Royal Union’s business—which : 
is in excess of one-third its total business in force—is upon the : 
lives of lowa men and women. Approximately $1,000,000 of this : 
amount was secured in June by our splendid Iowa agency = 
organization. : 

: 

: 
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SURANCE COMPANY 


Iowa A. C. Tucker, President Wm. Koch, Vice President 
D. C. Costello, Secretary 
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Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a half 
paid to policyholders in thi 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


S. M. CROSS, President 




















We issue all 
standard forms of 
Life Insurance 
Policies. Every 
policy protected by 
Deposit of Full 
Legal Reserve with 
the State of Iowa. 


nsurance Company 


OF DES MOINES, IOWA 











“SAFE AS A GOVERNMENT BOND” 


Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 











Capital $200,000 








HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its | 
agents to write all forms of personal | 
protection and in one good strong | 
company. 


There are exceptionally good oppor- 
tunities tor agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. Morrissett, Vice-Pres. 


DAYTON, OuI10 























LIFE AGENCY CHANGES 











SCHOLL SUCCEEDS REDINGTON | 





Becomes manager of Fidelity Mutual at 
Chicago Resigning as Assistant 
Manager of Agencies 





C. A. Scholl has been appointed man- 
ager of the Fidelity Mutual Life at Chi- 
cago succeeding T. T. Redington. For 
the past several years Mr. Scholl has 
been assistant to the manager of agen- 
cies of the company with headquarters 
at Chicago. Under the direction of vice- 
president Frank H. Sykes he has done 
most of the field work travelling 
throughout the country. Mr. Scholl will 
assume his new duties next Monday. 
J. B. Campbell, who has been one of the 
leading producers in the Chicago office 
of the company, has been appointed 
assistant manager. 

Mr. Redington who came to the Fi- 
delity Mutual from the Chicago office of 
the Provident Mutual has returned to 
that company as an agent. At the 
time he’resigned to take charge of the 
Fidelity Mutual in Chicago last Decem- 
ber Mr. Redington was joint manager 
with George M. Herrick. He has de- 
cided now that rate book work is more 
to his liking than agency building and 
will in the future devote himself to 
personal production. 

Mr. Scholl has been with the Fidelity 
Mutual for a great many years. For 
sometime he was cashier of the company 
at Chicago, Later he was transferred to 
the home office, and for several years 
Philadelphia has been his headquarters. 
He was temporarily in charge of the 
Chicago office after the resignation of 
W. J. Arnette who relinquished the man- 
agership of the Fidelity Mutual in Chi 
cago last December to become vice-pres- 


ident of the Volunteer State Life. Mr. 
Scholl remained on the job until Mr. 
Redington was installed. He is there- 


fore entirely familiar with the Chicago 


office and its operating methods. He 
was formerly an agent and consequently 
knows the field work 





Continental Life Appointments 
The 


made application to enter Ohio 


Continental Life of St. Louis has 
and has 


already made agency appointments in 
Cleveland, Akron and Toledo. George 
Ratrin becomes general agent at Cleve 
land. His past record with other insur 
a! compan indicates that he will 
make a valuable addition to the Con 
tinental organization. Kvle Smith has 


the Akron 


will be in charge in 


d head ot agency, 


Tussing 


been name 
while Ray 
loledo 
H. E. Witham & 
general agency 
Portland, Ore., 
Wiltshire who will devote 
personal production § tor 


Co has taken over 
the Continental 
succeeding A 
his whole 
the 


the ior 
life at 
W. 

time to 
Continental 





F. R. Miller 


Iiovd R. Miller, who entered the in- 

rance husmess hehtly over three 
ago in the Decatur, Ill. office of the 
lquitable Lite New York and later 
was made district agent at Quincy, has 


been made general agent for the | quit 


ol 


able Life of lowa with 24 eastern Ne- 
braska counties as well as the city of 
(Omaha, his territory. Mr. Miller was a 
track and basketball star in Millikin 


University during his collegiate days. 


W. C. Pollard 


Will C. Pollard has been appointed 
veneral agent for middle Tennessee by 
the National Life & Accident and will 
have his offices in the beautiful home 
building in Nashville Mr. Pollard is 
one of Nashville’s outstanding business 
men and 1 recognized as one of pos- 

essing unusual ability. Mor many years 
he has been actively engaged in the 
firm of Pollard, Block & Co. until it 
merger with Grav & Dudley. Mr. Pol 


lard traveled with Gray & Dudley for 
twelve years as a salesman, covering 
Kentucky and Tennessee. 

Later he was made head of the firm’s 
mail order department and afterwards 
a buyer and for the last 12 years he has 


| been vice-president and sales manager 


of Gray & Dudley, big hardware and 
foundry company. 





San Jacinto Life Changes 


Hoey, who has been gen- 
eral agent at Houston, Tex., for the San 
Jacinto Life, has changed his headquar- 
ters to Denison, Tex., and will work 
with the new agents in north Texas. B. 
F. Johnson, who has been operating 
over the state at large has moved to 
Houston which will now be his head- 
quarters. The Wichita Falls agency is 
now in the hands of Edward Richard- 
sort. 


George S. 





Regina M. Groves 


Appointment of Regina M. Groves as 


district manager at Madison, Wis., for 
the Wisconsin and northern Michigan 
agency of New England Mutual Life 


has been announced by A. L. Saltzstein, 
general agent. Miss Groves is a 
daughter of the late John M. Groves, a 
former mayor of Madison, and is prom- 
inent in city affairs. She is a member of 
the Madison Board of Education and 
secretary of the Madison Federation of 
Labor. 


Hutton & Hodges 


The Atlantic Life has appointed 
Joseph L. Hutton and Leroy S. Hodges 
as general agents for northern Alabama 
with offices at Huntsville, effective Aug. 
1. Mr. Hutton and Mr. Hodges will 
operate the agency under the firm name 


of Hutton & Hodges. The two were 
former agents at Huntsville for the 
Penn Mutual Life. 
R. H. Miller 
R H Miller has been appointed as- 
sistant manager of the Aetna Lite at 
Scranton, Pa., by R. H. Ketfer the man- 
ier He went with the Aetna Life a 
a bhookkeepe r Manage Keffer i 
1913. 
I. B. Pelton 
I. B. Pelton has been appointed man- 
iger for the ordinary department of the 
American National of Galveston, Tex., 
in San Francisco. He was formerly 
with the Western States Life of San 
Francisco. 





| 


NEW YORK LIFE STATISTICS 


NEWS FROM THE EAST 














Figures on Second Quarter Given Show- 
ing Tremendous Payments to Pol- 
icyholders and Beneficiaries 





In April, May and June, 1924, the New 


York Life paid to 61,135 living policy 
holders $22,790,367, and to the beneti 
Claries ot 2,854 deceased policyholders, 
$90,705,072, including $337,710 of double 
indemnity Ot: the total payments 
amounting to $32,495,439 during the 


three months, $10,897,803 were for divi 


dends. The total amount of insurance 
in torce 18 $4,538,139,900. 

The principal causes of death of the 
2.854 policyholders, 307 of whom were 


women who died during the three months 
heart disease 395, cancers and tum 


were 
ors O01, inthuenza and pneumonia 260, con 
sumption 251, Bright's disease 226, acct 
dent 18 Automobile fatalities have 


risen to the first place of the causes ol 

accidental deaths in the United States 

Last vear 15,700 were killed, according 
estimate upon statistics of 


to based 
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135 cities with an aggregate population cers for $5,000. Premiums will be de- 
of more than 30,000,000. ducted from the guardsmen’s pay. 





Maryland Policy is $7,000,000 
BALTIMORE, MD., Aug. 6.—An ap- Complete Plans for School 


plication for life insurance in the Metro- BALTIMORE, MD., Aug. 6.—Plans 
politan Life Insurance Company total- have been completed for the four-month 
ing $7,000,000, to cover the 3,100 mem-_ life-insurance courses which open at the 
ee ae 


bers of the Maryland National Guard, Y. M. C. A. on Nov. 3. Two courses, 
has been signed by Adj.-Gen. Milton A. “Life Insurance Salesmanship” and 
Reckord, and the insurance will be put “Life Insurance Fundamentals,” will be 


in force as soon as a referendum of the given. J. Bruce Thompson of the Mu- 
guard units can be taken. tual Benefit will be instructor in the 

The insurance will be written on the salesmanship course and William P., 
group plan, the state being given the Stedman of the National Lite of Ver- 


status of an employer. This plan as- mont in the other course. Six special 
sures a low wholesale rate and exempts lectures by leading lite insurance men 
the guardsmen from the customary throughout the country will be given 
physical examination. Under the provi- Leonar¢ ! 


j 1 G. Spalding of the Mutual 
sions of the policy privates will be in- Benefit, former president of the Balti- 
sured tor $2,000; non-commissioned of- more Life Underwriters’ Association, is 


ficers for $3,000 and commissioned offi- dean of the school. 




















| IN THE MISSISSIPPI VALLEY _ : 
———— 3 SSE | All Ages up to 65 


BRIGHT FUTURE IN NEBRASKA wwith-policy plan. They sold stock wit! 
each insurance policy and the dividends 











are supposed to pay for the stock in the 


Participating and Non-Participating Policies 
_ Favor course of a few years. When Mr. Baker || i Standard and Sub-Standard Risks | 
Improvements in Business Through came into office he announced his oppo- | 


| 
——s 
| 
Farm Conditions Favorable to General 
' : ; 
Coming Year sition to companies organized upon this | Prompt Service | 
| 





a p 





lan. Ihe tive companies were allowed 


Nebraska insurance men are looking 
forward to a big business during the 
next twelve months, all on account of 
the tremendous crops Nebraska has 
raised this year, coupled with the tact 
that bigger prices are being obtained 





ting under any 
uld be admitt 
which sought ad 


retused a certincate except 


| 
' 
po ng ig Figen gg wdiedince Excellent territory for General Agencies 
than ever betore save during wartime ition that it wouk sscen ds msurance in Ili . Mi t South 
only in this state and would not attempt } open in inols, innesota, out 





















































The state has harvested nearly all of its : : . | : : : | 
. » Sell STOC with 1t8 pohcres 
wheat crop, estimated when in the stalk ‘°.* ce ee ates i Dakota, Kansas, Missouri, Wyoming and it 
hen the nion tional filed the | 
at 43,000,000 shels, but whicl rield- — pete: . Pa | : : es oe ee oe | 
sodage bushels, but which is yield- | | ner papers and submitted the proper | Ii Califernia $3 $3 $3 $3 
ing so much per acre in so many coun- : Ret 
. securi ties l skec 7 certincate | 
ties that the figure is now being placed : : 
+ ‘ i ~ T tT ni ‘ =) T ~ i 
it 50,000,000 bushels. This 1s selling at er n ¢ ce ¢ 
* . > - » IssU | . . T t on tw T as 
the country elevators from $1.06 to $1.12 . -” * “a. 
P : 1 . One was stock th p lhcy teature | 
per bushel, depending upon the distance - 
iu the \ s gt as < I 
from market. Great trains of wheat are * . a . 
’ ’ ’ ear policies 
being hauled each day by the railroads,  Sgetgets 
Phe I wel te € stric 


and a corresponding big stream going 
, , court and soug a writ of 


TE eae tea mons | The OT OBE MUTUAL LIFE 
, two days and both the state and =a INSURANCE COMPANY 


Oats is also a tremendous crop, and 


bringing between +6 and 90 cents a the hae 7 —— BO OF CHICAGO, ILL. 


bushel, as compared with 30 cents on I \ vas issue \ s 

the average. Corn is selling at a dollar, Strictions the company must submit 

SRST tat dim Graces cone wicket’ | PROGRESS OF THE GLOBE 
ot the tarm-stored stuff. The fact that Ment wil approve t must contorm t 

RS good & mot Setter & price ts aceured | ee eee eee eee teens ona te Results for 1923 


ee ee ee nn | ee ae on cats samsienieie taaiene GAIN IN INSURANCE IN FORCE , 83 per cent 
ee a Cee Reel Mined ing the s f stocl th | es as GAIN IN INTEREST. 31 per cent 


mmocr ciup tne hesreened besiness | ing the sale of sock with, policies GAIN IN INCOME 26 per cent 
Rode tee ilies aie Denieiaee me: diame ton e taken to the supreme court by t GAIN IN ASSETS. 23 per cent 
i maaan deadentes eaaan tae 1 See AVERAGE GAIN IN ALL ITEMS. 41 per cent 
chandise shipments 1 © stare This is away above the average of all Life Insurance Companies in 


Corn had a two weeks’ late start, but Report Record Months the United States combined. It is a record we are very proud of and it 





favorable weathe h , ibled it to m eer — Lite . S , shows how our policyholders appreciate the great service The Globe gives. 
up a week of the delay, and the general yy") oe an ragga ctibe Moore Basn + 

prediction now is that it is beyond dan- during July, Klitgaard Month, whet CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
ger irom any average-dated trost th co tes thee ne Ces ene 

oe ee ee ately $3,250,000 of insurance. 1 T. E. BARRY, President, General Manager and Founder 








_—- ie October, 102%, Melon Mouth. | 
CARRIED TO SUPREME COURT May. Oscinach Month and agents 


Union National Wins Mandamus Pro- ,,,. , ‘ ioe i ages 

ceeding for License, Though State — $15,632,000 compared with but $5,275,000 HE Company with the personal contract offers ex- 
At O Is ior the same period in 1923 and ; <u 

nce Appeals olan gti wd cellent openings to clear-thinking, red-blooded 


rOPEKA, KANS. Aug. 6—A writ agents who like to cooperate with the home office and 


mandamus was issued by the Shawnee 


Peoria Life Officials Now Bankers ae he . . 
who will in turn be given every possible aid in their 


county district court Saturday to com PEORIA, ILI Aug. 6 Che bank 
pel William R Baker, Kansas supermn Peoria orgat ed bv otficers t the development 
tendent of imsurance to tssue a certifi Peoria Life and a step in line with its 


cate of authority to the Union National co; structive policv will open its doors 














Lite Insurance Company of Kansas City. in the Peoria Life building in about. six Write or wire for further information 
Kans. The state at once served notice weeks, Emmet C. May. president of the J d 
upon the company that it would prose- Peoria Life, announced this week rl 
cute an appeal to the supreme court to” bank will have a capital of $200,000 and 
letermine whether or not the superin a surplus 2°53 O00 Stockholders ; SAN JACINTO LIFE INS co 
tendent of imsurance has any discretion the bank are officers and directors of tt e a 
powers in regulating the operations Yeoria Life and there will be no stock Beaumont, Texas 
hie msurance companies in this state sale in connection with the institutio 
Betore Mr. Baker came into offee Mr. Mav announced that the insur : ; 
ere had been tive companies admitted company directors planned with tl H. M. HARGROVE, President 
the state and allowed to write insu first hundred million dollars business 
ince under what is known as the stock open a bank and that goal has been — 








Wiis 
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reached. The company, he said, has an | will head the faculty in conducting the insurance companies to issue this insur- | panies operating in the state in 1922 as 








annual income of $4,000,000 and assets | course here. ance provided that not less than three-| against 82 in 1923. 
of $10,000,000 We are three years —_ fourths of the men take out the policies. The fraternal companies reported 21,- 
ahead of our schedule,” Mr. May said. Kansas Guard Consider Plan ———— 867 new certificates carrying $14,597,792 


“Tha Jen ‘ sta ‘ - - » te a . . - 
Phe Peoria Life has a very large mort- POPEKA, KANS. Aug. 6.—At the McMillen Agency Reports Gains for 1923, as compared with 21,606 cer- 
gage loan association extending over as . a aa * ar tificates in 1922 with $14,462,603. In 


Iowa, Illinois, Indiana, Missouri, Kan- annual camp of the Kansas National An increase of 20 percent in business gee i eat 1923. $98.233.764 : 
te a nr, Aa tog” Guard at Fort Riley, beginning this | for July 1924 over the corresponding SS See SES OS SUNG, Peuses,6ee OS 

sas, Oklahoma and Texas and it is our Seaste andl anetieeinds ae coe ‘ in 1088 i | for hi ©! compared with $107,340,128 in 1922 
. - eomnbioe ae ceed . hank Week and co g oughout August month in 1923 is reported for his agency —— eee ae a Saws 
plan to combine thi with the bank, . I 6 y Premiums received in 1923 were $1,625.- 


a proposal for group insurance aggre- by Clifford L. McMillen, home general 
gating more than $8,000,000 is to be agent for Northwestern Mutual Life. 
submitted to the officers and enlisted July of this vear is accordingly one of 


it 
developing them to large proportions 598. as compared with $1.889.130 in 1922 
and dividing the expense. It is our 


plan to start as a savings bank and 























eventually extend cur basiness to com- | @**- R. Neill Rahn, adjutant general, the best months in 1924 for the McMillen Richmond to Have School 
mercial business, do a general banking has the proposals of six separate life agency. RICHMOND. VA. Aug. 6.—The 
business which will include a bond vid qn - $$ —_—_—_—_ University of Richmond is planning t 
a trust department if | open a school of life insurance this fall 
iuaien IN THE SOUTH AND SOUTHWEST _ || ‘\te‘sverated’i'conjanetion ‘wih i 

; : baa 

, if | business educational department. The 
Kansas City School Opens a ——— 1} | school will be conducted along the lines 
KANSAS CITY. MO. Aug. 6— ages laid down by the National Associatior 
There were 96 salesmen, sepresenting GAINS SHOWN IN TENNESSEE the amount in force at the close of the of Life Underwriters and a full time in 





structor will be employed. Negotiations 


despite the fact that there were 46 com-| are now under way with a man said to 


; : Vez as 39,000,006 ess th: fo 922 
one fourth as many insurance companies om we 000,000 | than tor 1922 


of Missouri, Kansas and Nebraska, Tabulations of Insurance Department 








Oklahoma and Texas, assembled on Indicate Substantial Increase in New oo 1923 and only 44 in the year | be thoroughly equipped to Lt the posi 
Monday for the nine weeks school of ‘ : of Ie. - ; tion and it is believed that his services 
life insurance salesmanship. There were Business Written Last Year Phe new policies written by life com- | will be obtained. Members of the Rich 
16 from the Natior Fidelity Lite alone caeccuporirars panies in 1923 were 530,098, as against | mond Association of Life Underwriters 
with few more expected the second NASHVILLE, TENN.. Aug. 6.—Ac- 505,742 in 1922. The amount of new] have been consulted in regard to plans 
day. The school is being conducted in cording to tabulations in the department business in 1923 was $218,116,599 as| for the new school and they have giver 
the class rooms of the Kansas City of insurance, substantial gains in new against $189,273,977 in 1922. There was] assurance that they approve them the 
School of Law by five members of the business are noted in the life insurance $775,634,962 insurance in force at the | oughly and will do all within their 
regular faculty of the University of policies written in this state during the close of 1923, as compared with $700,-| power to help make the school a su 
Pittsburgh, Pennsylvania. Charles J. year of 1923 over the previous year. 023,080 in 1922. Premiums paid in 1923 | cess 
Rockwell, director of the division of life The fraternal companies also showed amounted to $25,136,415, as against $22.- ——— 
insurance salesmanship at the university, large gains in new business, although 129,794 in 1922. There were 72 com- State Reserve Reports Progress 
Agency Manager Frank E. MeG« 
| gill of the State Reserve Life of Fort 
Worth, Tex., states that since ily 1 his 


new company has placed over 3600,000 
new business on the books, almost e1 
tirely on the lives of citizens of Fort 
Worth. For the present the agency or 
ganization work of the company will 
be confined to Fort Worth, with the 
single exception of Waco, Tex.. where 
Elmer Adams has_ been ippointed 
agency supervisor for that district. The 
State Reserve will be one of the three 


To Open New Home Office 


President \.G Bigger of the \me 
can Life Reinsurance of Dallas, Tex., 
says that a tormal opening ot the | 
new home office building of his compan) 
may be looked tor about October 1, as 
soon as hot weather disappears Phe 


companies in Texas which register their 
policies with the state insurance depart- 
ment, the other two being the South- 
land and the American Life Reinsur 
ance. All up-to-date forms of policies, 
together with disability clauses, will be 
handled by agents of this company and 
a small but efficient agency force is 
working in Fort Worth. 

new building on Turtle Creek boulevard 
was formerly one of the finest residences 
of Dailas, belonging to O. A. Tennyson, 
a prominent banker, who died some time 
ago. The ground frontage is 353 feet 
and it is a fine terraced property with a 
garage which is equal to many a fine 
mansion in this city. The main building 
lent itself with much ease to the ofhece 
requirements of the company with few 


alterations of small expense, such as a 
two-story vault room in the rear 


Insurance Co. PACIFIC COAST | 


FOUR CHARGED WITH FRAUD 





n 
( 

















I N D I A N A PO a I ~ Claim Made That Spurious Deal Was 


Attempted to Gouge the Great 


Established 1899 Republic Life 


HERBERT M. WOOLLEN hk 


Great Republic Lite, were indicted July 
PRESIDENT 10 by the Los Angeles county grand 





jury, charged with conspiring to obtaim 
£10,000, the amount ot a poli on the 
life of Wiley the application for whicl 
had been written by (,eorpe au tew 
month ago when lhe wa connected 
with the con pany as an agent \ccor 
mg to the asserted plot which 
revealed to thre iuthorities hy ( t 


lo eph MeAtee, master of the Catal 
Flyer,” Woley vial to fake aceidental 
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drowning while a passenger on the 
“Catalina Fdyer,” hide on the boat, leave 
it secretly, board a steamer for Los 
Angeles and disappear. rhe policy 
which had been written on Wiley con- 
tained the double indemnity clause in 
case of accidental death. The carrying 
out of the asserted plot was attempted 
but it was nipped in the bud by the 
police and the arrest of the parties in- 
volved followed. 


Many Companies Licensed 
SAN FRANCISCO, CAL. Aug. 6.—Ac- 
rding to the report of the California 


LIFE 


insurance department 22 companies were 
licensed to transact business in Cali- 
fornia during the first six months of 
1924 They are Fidelity Union Fire, 
Dixie Fire Pioneer Life & Casualty, 
Home Accident, Lumbermen’s Indemnity 
Exchange, Mortgage Insurance East & 
West, Associated Insurance of California 
Equitable Life & Casualty. World Fire 
& Marine, Sun Life Assurance of Canada 
Minnesota Mutual Life United States 
Merchants & Shippers, Granite State 
Fire Automobile Indemnity Exchange, 
Orange County Title, Consolidated Title 
Interstate Fire Peoria Life, Merchants 
of Providence and Manhattan Fire & 
Marine 
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IN THE ACCIDENT AND HEALTH FIELD 





INSURANCE 


EDITION 








IS RETIRING FROM THE FIELD 





Ft. Dearborn Mutual Casualty of Chi- 
cago Will Cease Writing Acci- 
dent and Health Insurance 





John L. Walker, general manager ot 
the Fort Dearborn Mutual Casualty ot 
Chicago, states that the company ts 
ceasing to write business It wrote 
only health and accident policies, being 
a running mate otf the Fort Dearborn 
Casualty Underwriters and the Fort 
Dearborn Fire Underwriters, both of 
which are managed by the John L 
Walker Company. C. C. Somerville has 
been manager of the health and acci 
dent department of the Walker office 

Mr. Walker in explaining the retire- 
ment of the casualty company said 
We found that the brokers and agents 
who are producing business for us did 
not write much health and accident 
business. Our two compamies 
full coverage automobile, public hability, 
plate glass and straight fire and tornado 
insurance. We found we could not get 
idequate returns on health and accident 
msurance. The lite men produced mucl 

the accident and health n surance, as 

is a form of personal insurance and 


write 


fits in nicely with life insurance We 
decided that for the time and money 
expended we were getting tar bett 
‘turns trom our two other organiza 
ee 





Big Sum Involved in Suit 


mayor The defendants and the claims 
are New Amsterdam Casualty, $10,000 
United States Fidelity & Guaranty, $17.- 
500; Norwich Union Indemnity, $12,500 


and Fidelity & Casualty, $15,000 The 
plaintiff alle~es that the insurance com- 
panies have failed to make payment on 
the ground that there appears to be no 
liability The plaintiff avers in each suit 
that Bell was killed Sept 1 1923, at 
Indianapolis, when a shotgun he was 
cleaning was accidentally discharged 
Directors of the Federal Discount Cor- 
poration, of which Mr. Bell was presi- 
dent, voted Aug, 14 to insure him against 
accidental death, the complaint sets out 
The four policies on which the suits are 
based were issued in August 

Four other suits for insurance p cies 
have been filed here in connection wit 
the Bell death Albert F. Bell, a brother 
of Joseph E. Bell, filed other suits tota 
ing $81,000 The eight suits now on file 
here total $136,000 One suit of $45,000 
against the Standard Accident has been 
transferred to the federal court at In- 


dianapolis 


Life & Casualty Changes 


G. E. Beumer of St. Louis has been pro 
moted to assistant superintendent in that 
district West Paln Beacl Fila has 
been detached from the Mian district 
and is now a district of its own wit! 


N. J. Trowell in charge The Madis 
ville district has been divided into sev 


eral district agencies R. T. Buchanr 

is district agent at Clay, B. Stephens at 
Owensboro, R. R, Guthrie at Hopkins 
ville, J. C. Kitlinger at ¢ ral City i 
Burt Ray at Madisonville 





Report Texas Crossing Accidents 


EVANSVILLE, IND., Aug. 5—The Fed AUSTIN, TEN Aug. 6—Thirteen per 
eral Discount Corporaton of Indianapolis sons were killed and $s others injured 
has filed four suits in the Fayette county forty accidents at railroad grade cross 
ircuit court at Connersvills Ina ings in Texas during the months of Apr 
four insurance policies asking payment and May. making a total casualty st f 
oft it total of $55,000 il t! deat of ib i“ ording ? = t 1 ft r 
Joseph ke Bell former Indianapolis railroad s 

_ ——— J _ ~— = 








WITH INDUSTRIAL MEN 








IMPRESSIONS OF A BEGINNER 


Some Observations of a Man of Edu- 
cation Who Has Entered Insur- 
ance Through Industrial Route 


What are the impressions gained by a 
man of education, intellectua training 
ind some knowledge of insurance who, 


intending to learn the insurance busi 
ness starts n as an industria agent? 
In speaking to a man with these qualities 
who has been working a debit for two 
Weeks, he gave some interesting observa 
ens upon his experiences 

The first thing that made a vivid in 
pression upon him was the constant and 
ipid turn-over among the agents. Find 
ne a turn-over which in ordinary busi 


ness would be considered 
doubled in the industrial ins 
keney, Was enough at once to cause him 


ruinous 
urance 


to question the methods of agency build 
ne The first difficulty faced by the 
iperintendent or manager of the indus 
trial agent, ae this man sees it, is the 


effort to find a bookkeeper and a sales 
in or a would-be salesman in the same 
erson 


Twe Types Seldom Combined 


\s a rule the two types do not Ko to 
xether and the consequence ts constant 


fusion not only for tt salesman him 


self but many times for 

who pays the w t s 

lea of evolving some wis 

nex device for the s t ius " 

cent has suggested itse < 4 

This registering dev ‘ t 1 the 

igent but so arranged t} t sits 

ould be mad wl } s 

wife had the extr: hange \ al 

so made tha ts f “ ds “ ! 

date t which a p y was iid s what 

this agent has nsidered as ss ty 
ir lustr } t ; 


Little Salesmanship Seen 





The next most emphatic ir ress 
ceived was that in reality there was ttle 
sulesmanship present ! ft s of t? 
industrial NSUrANCes gent Watching 
other agents and the assist t superin 
tendent’s work, he declared Li f 
there was too much of the pirit f get 
ting new business on the t “ke without 
sufficient regard to the way was ‘ | 
there naturally resulting 1 mos x 
traordinary lapse ratio The business 
was largely writte or high essure 
methods with a very limited exposit 
of the value of life insurance or what it 


was intended to do 


Arrears Were Cut Dewn 


This particular man took over a detit 
which was 37 percent in arrears and 
two weeks has cut down the arrears to 


15 percent He has walked an average 





‘‘We Are Met on the Broad Pathway 
of Good Faith and Good Wiill.’”’ 
13} 

Stands at the top of the editorial column in our News 
Letter. William Penn uttered it when making his 
famous treaty with the Indians—a treaty never broken. 

In its spirit Home Office and Field of the Penn 
Mvutvat work in fraternal unison and reciprocal loyalty. 

Moreover, in that spirit the Penn Mutvat deals with 
its policyholders and their beneficiaries. “Technicality” 
was never in its dictionary 

Places in our Field for capable men and women who 
desire to represent life insurance at its best 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 








_——$— $$ ___ 











1905 1924 


Mutual Trust 
Life Insurance Company 


Insurance in Force (Dec. 31, 1923). 
Total Admitted Assets 


10,941,045.07 


9,439 248.00 
226,337 £8 
192,804.53 


Policy Reserves , eee ee 
Dividends left on Deposit (drawing 5% interest). 
Other Liabilities 


Surplus 
{ Assigned . . $432,944.32 
| Unassigned aii : . 649,710.54 
—————_ 1,082,654.86 





$10,941,045.07 


For attractive agency openings in our growing organization, address: 


Home Office—Chicago Temple Bldg., 77 W. Washington St., 
Chicago, Illinois 


- 








INDIANA OHIC ILLINOIS OWA 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 


MICHIGAN 


f 











Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 


Assets 
Liabilities ........ 
Capital and Surplus 
Insurance in Force ' : , 
Payments to Policyholders rite 
Total Payments to Policyholders since Organization 


JOHN G. WALKER, President 
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of 13 miles a day, measured accurately 
by a pedometer. He has what is not a 
scattered territory in a field where there 
are more than the usual number of high 
class homes. In most parts of this terr!- 
tory he finds that competition is very 
keen, some families carrying as many as 
four different industrial policies. In a 
territory like this, the business is likely 
to go to the agent who makes the most 
favorable impression upon the house- 
wife. If he is polite, courteous, likeable, 
and yet business-like, he has a great 
advantage over his competitors and gets 
much of his business without regard to 
his company because he has made a 
favorable impression. 


Suggests Method of Improvement 


Twice in the two weeks that this man 
has been in the agency, he has seen pro- 
motions take place In one case, the 
man was made an assistant superintend- 
ent, sent to another city, but is back at 
his old job, utterly disgusted with the 
effort involved in new responsibilities 
In the other case a man who has become 
proficient in selling ordinary insurance 
has left industrial insurance altogether 
and gone to the downtown office. From 
that office he will work on ordinary in- 
surance exclusively. 


What steps may be taken to improve 
these conditions? One of the most im- 
portant, in the judgment of this ob- 


server, would be the employment of more 
teachers and fewer high pressure sales- 
men as educators of the new salesmen. 
He finds that the men who go out with 


him are able to get applications, but 
these applications often do not repres®nt 
“sold” insurance. Even though the in- 
coming industrial agent might be fired 
with enthusiasm for the business, the 
men who go out with him are the type 
which, he says, seldom arouse a living 
spark of vital interest in the real pur- 
pose of life insurance. And the old time 
industrial agent as well as some of the 
assistant superintendents rather discour- 
age the idea of studying better sales- 
manship methods, 





Public Savings Changes 
A. H. Beckman, of Evansville, Ind., 
has accepted the superintendency of the 
Public Savings at Huntingburg, Ind., and 


has taken charge of the same. Fred 
Prueher has become district superin- 


tendent of the same company with head- 
quarters at Tell City, Ind. 





John Hancock Changes 


The following named have been pro- 
moted by the John Hancock from agents 
to assistants in the districts of their 
service: John M. Henning, Phila., II; 
William R. Brizendine, Baltimore; Fred- 
erick W. Philippi, Chicago, III; John §S 
Maher, Yonkers, N. Y. (Mt. Vernon De- 
tached); Martin Josephson, Elizabeth, N 
J. (Perth Amboy Detached). 

Other changes: John H. Reddy. from 
cashier to agency supervisor at Water- 
bury, Conn.; John J. Eagan, from cashier 
at Utica, N. Y., to cashier at Water- 


UNDERWRITER 
bury, Conn.; Edward J. Norton, training 
cashier at Rochester to cashier at Utica, 
N. Y.; Harold W. Reehl, from assistant 
cashier at Brooklyn, III; to cashier at 
Elizabeth, N. J.; Charles T. Roby, from 
training cashier at Indianapolis, to 
cashier at Davenport, Iowa. 





News of the Prudential 


Assistant David R Ayres of the 
Camden, N. J., District and Assistant 
Edward J. McCarthy of the Phila. No. 2 


district were recently promoted to their 
present position. 

Agent John B MacMichael of the 
Philadelphia No district leads in Di- 
vision “D” in the matter of Ordinary 


Net New Business for the year. 
Assistant Superintendent C. G 
mons of the Steubenville, Ohio (Wheeling 
District), Assistancy, is continually dem- 
onstrating by personal example, the fact 


Sam- 


that it is still possible, by correct meth- 
ods of canvassing and interviewing, to 
obtain a gratifying amount of Ordinary 
new business, thus furnishing an _ in- 
centive to the agents under his super- 
vision to go out and do their bit, in 
support of his superintendent and di- 
vision, as well as the fattening of their 


own pocket-books. This assistant super- 


intendent had the pleasure of seeing 
issued to his personal credit, two or- 
dinary policies, either one of which 
would be considered a fair year’s work 
for a good producer, 

Agent J. J. Ditore of the Chicago No. 9 
district, has worked himself into the 








nothing. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., Il., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 


S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 


of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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industrial net 
can- 


Division “J” leadership in 
increase as a result of aggressive 
vassing methods 


Asst. Superintendent W. T. O'Rourke 
is the present leader in Division “J” in 
the industrial branch and ranks No, 29 
in our entire organization His record 
in the ordinary branch is a creditable 
one, 

Agent E. G. Brooks, who operates from 
the Uniontown office of the McKeesport 
Pa., district has a fine ordinary record 
to his credit this year His success Is 
attributed to a great extent to the fact 
that he ahs been “hunting big game 
several large policies having been issued 
to his credit 

A F. Smith of the New Brunswick 
N. J., district is promoted to an assistant 
superintendency in the detached assis- 


tancy at Perth Amboy, N. J., of the same 


district. 

Agent H. Pollak of the Newark No. 1, 
N. J., district is still leading Division 
M in the industrial branch. He has pro 


duced thus far this year an amount of 
insurance that would have made a re 
spectable sized debit not many years 
ago 
Indianapolis Agents Meet 
The annual meeting of agents of the 


Cloverleaf Life & 
district, was held in 


Casualty, Indianapolis 
Indianapolis on Fri- 


day of last week with a good attend- 
ance The Indianapolis District, for the 
second time, was winner of the district 
trophy, a large silver cup, awarded every 
three months to the leading district. It 
was presented to C. E. Shaw manager 
of the Indianapolis district Among the 
speakers at the meeting were Mr. Sha\ 
Judge Charles H. Orbison, of Indian- 
apolis; C. Y. Rowe treasurer of the 


company, and Charles E. Glenn, manager 


of the Chicago district. H. H. Grimsley, 
of Indianapolis, won the first award for 
personal effort, and C. J. Rohrbaugh, of 
Fort Wayne, won second priz« 


Life & Casualty Shows Gains 


The Life & Casualty of Nashville has 
the biggest business in the past twelve 
months of any year since it began 
business With this record, President 
Burton is very enthusiastic over the 
showing the company is expected to 
make during the coming year. Accord- 
ing to President Burton, insurance 
not been affected by adverse conditions 
and the general depression of business 
during the presidential year According 
to the semi-annual report of the Life & 
(‘asualty Insurance Company, there has 
been a gain during the past vear 
of $1,076,840, bringing the gross 
up to $3,833,759 A net gain in surplus 
to policyholders of $178,000 during the 
twelve months is in the 
re oras 


has 


erTross 


assets 


past also shown 
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OHIO ASSOCIATION MEETING 








Delegates from Local Bodies Gathered 
in Columbus to Talk Over Life 
Insurance Situation 


\ special meeting of the Ohio Associ 
ation of Life Underwriters was held 
\ug. 5 in Columbus to consider various 
suggestions for benefiting policyholders 
in Ohio. 

Practically 
the was 
more delegates, 
s« veral were lsc 
E. B. Hamlin of Cleveland, who has 
served as president since the organiza 
was formed three vears ago, acted 
‘ airman He pointed out some of 
the results already obtained, notably the 
new anti-twisting law, which is con- 
sidered one of the most effective in any 


every local association in 
represented by one or 
and the presidents of 


state 


associations resent 


tion 
is ch 


state. Mr. Hamlin also pointed out how 
the local associations throughout the 
state can co-operate more effectively 
with the insurance department 


Plans were made to enlarge the influ- 
ence of the state organization and the 
legislative committee was requested to 


prepare bills needed for the protection 
of policyholders for presentation to the 
next session of the leigislature. 


\ vote of thanks was extended to 
George A. Bredehoft, recently appointed 
general agent for the Connecticut Gen- 
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eral at Toledo, who served as secretary- 
treasurer of the state association since 
its organization. 

It was voted to hold another state 
sales congress next March. The attend- 
ance at these meetings during the past 
three years has been the largest of any 
of the sales congresses except Philadel- 
phia’s record-breaker of this year. 

Fritz Lichtenberg, manager Massa- 
chusetts Mutual at Columbus was ap- 
pointed secretary of the Ohio Associa- 
tion succeeding George Hoit Che at- 
tendance was the largest ever held, 
Thirteen associations were represented 

x * * 

Seuth Dakota—West Babcock, general 
agent of the Mutual Benefit Life at Sioux 
Falls, was chosen chairman of the 
executive committee of the South Dakota 
Association at an adjourned meeting in 
the office of P. J, Crandall, state presi- 
dent. Committees for the year were 
chosen and tentative plans for the com- 
ing winter's work discussed 

The following are the committees 
chosen Committee on legislation and 
taxation: George Douchit, Sioux Falls, 
chairman; William Cavanaugh, Yankton; 
West Babcock, Sioux Falls 

Membership: Lawrence Bates, R. L 
McCoy and B. T. Stapleton, Sioux Falls 

Good practices: J. H,. Chapman, chair- 
man; others to be appointed. 

Plans are being made for an especially 
arge meeting to start the new year in 
September John Cressey is chairman 
f a special committee to arrange for 
this event. 


Weed Out Liabilities 
From List of Prospects 


The two strongest sales words in the 


American language are “yes, but,” ac- 
cording to Walter Fi. Dunlap of the 
Klau-Van Pieterson-Dunlap Advertis 
ing Agency of Milwaukee, who ad- 
dressed agents of the A. L. Saltzstein 
Wisconsin and Northern Michigan Gen- 
eral Agency for New England Mutual 
Life at a monthly agents’ meeting in the 
general agency. 

“No matter what a prospect may say, 
the clever salesman agrees with him 
with a ‘yes,’ and then follows with a 
‘put.’ He may say he doesn’t believe in 
your company, he isn’t ready yet, he 
hasn’t the price, or anything else; still 
one can agree with him with a ‘yes, but.’ 
Try it some time and really find out 
how powerful as a sales factor these 
two words are.” 

Speaking as one familiar with general 
sales problems rather than as an author- 
ity on selling life insurance, Mr. Dunlap 
gave the agents some interesting point- 
ers on prospects. 

“One of the greatest evils of the mod- 
ern salesman is the holding of prospects 
as assets, who are actually liabilities. 
One sits down at his desk in the morn- 
ing and says, ‘Where shall I go?’ and 
for want of a better place, travels clear 
icross the city to see some man whom, 
down in his heart, he almost knows he 
cannot sell. There is too little time 
spent in ‘prospecting for prospects.’ 

“One way of overcoming this is to 
limit the number of prospects that you 
have, to determine that fifteen prospects 
are all that you will keep ahead of you. 
The minute this becomes sixteen, you 
must perforce eliminate one. If the 
average salesman will devote two hours 
a day to prospect hunting and six to 
closing, he will find that prospects which 
are liabilities are naturally eliminated 
because of the quantity of prospects 
that are really assets. 

Obstacles to Selling 


“Three sentinels lie between the 
salesman and the prospect, no 
who they may be—suspicion, in 
tion, and prejudice. 

“These three must be passed before 
one can really begin a genuine solicita- 
tion. Three things will help to pass 
them—a smile, a proper introduction, 
and information of interest to the pros 
pect. Every salesman before calling 
should plan that part of his solicitation 
which will carry him by these tl 
sentinels. They so thoroughly cover the 
ipproach that real specialty salesmen 
hesitate to go to a prospect unless m 





iree 





ods to offset these sentinels are avail- 


able.” 
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Field representatives of the Met 
chants Life and their wives, accom- 
panied by several of the home office of- The Mutual Life Insurance Company o1 New York has a 
ee fa a record of EIGHTY YEARS of prosperous and successful busi- 
ar Vnere the annual agency conven . . 
tion will be held this week ness. It has passed through panics, pestilence and wars un- 
[he party is made up of those agents harmed, and to-day, as a result of eight decades of endeavor, 
who were successful during the past offers financial strength, reputation, magnitude, leadership, and 
ear ending ju 1, in meeting a requ! ; ; ; 
year ending July 1, in me nor hertlnn = gre life insurance service. 
e! made Dv the compa a year ago 
which made it necessary for an agent Those considering life insurance as 
if Ice during ne Ciupd year, a cer- . . . 
tai +l Bes fl a profession are invited to apply to 
self and wite i 

trip to the convention il the if I 
as ct eeeree ie ° || The Mutual Life Insurance Company 


' 
tatives 


Che home 


by President and Mrs. W \. Watts, 
vice-president and Mrs. R. A. Norton 
and Assistant Treasurer and Mrs. T. A 


Murphy 


being represented of New York 
34 Nassau Street, New York 


otnce 
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50.97% 


of the new business issued by The Northwestern 
Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 
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Once a Policy- 
holder—Always 
a Prospect. 
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THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 
MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 
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MINNESOTA 


Just Opened by 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 
ROCKFORD, ILLINOIS 
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FLINT— 


Ferty years ago Flint was a struggling sawm 
Flint leads even Detroit in the number of au 
factured, and is led only by Highland Park, 
plant is located. 


Over 1900 homes were built in Flint in 1923. 


growth and development. 


written in Flint. The continued growth of tl 
continually bigger life insurance opportunities. 


The Register Life wants a first-class man to 


interested, write 


REGISTER LIFE INSURANCE 


Incorporated 1889 
DAVENPORT, IOWA 


The Magic City 


ill town. Today 
tomobiles manu- 


where the Ford 


Its population had 
grown to over 100,000. A fine spirit of loyalty and service to the 
“Old Home Town,” an unbounded energy in overcoming handi- 
caps and obstacles have made Flint a city truly magical in its 


A tremendous volume of life insurance has been and is being 


1e city Opens up 


build up a pros- 


perous general agency in Flint and surrounding counties. If 


COMPANY 








Great Northern 


110 So. Dearborn St. 
Chicago, Ill. 


JOHN A. SULL 
Cc, O. PAULEY, Secretary 


H. G. ROYER, President 


Life insurance agents these days a 


pany. 
businessof life insurance. The Great 


its local representatives. The ager 
Great Northern Life is close to 
careful consideration. His is a 


position. 





Capital, $225,000 





Life 


Insurance Company 


IVAN, Vice-President 


ppreciate 


the importance of a moderate sized com- 
It forms a healthy influence in the 


Northern 


Life appreciates and values the services of 


it of the 


the home 
office. His individual problems receive most 
worthwhile 


Surplus, $166,174 


Insurance in Force, Over $18,000,000 
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DREAMER AND POET WHO DOES 
THINGS IN LIFE INSURANCE 


By GAYLORD DAVIDSON 


N emerald sky, the child of June, 
A drawing its curtain of wonder 
down to the shore line of a lake 
that is a bridal lake, the guests being the 
sentinels of birch and the fir and the 
balsam standing demurely in_ serried 
ranks on the shore line. This is the set- 
ting. 
* * + 

It is God's manifestations of love 
through nature. And then we go back a 
little beyond the shore line through the 
perfumed undergrowth, brushing past 
the shy birch trees in their youth and 
we come to the young corn of June. 
Thus we sense the birth of summer with 
all the glories of field, lake and forest. 

* ~ _ 

So I am reading again the “‘Land O’ 
Maize Folk” upon the fly leaf of which 
is written in characteristic hand, “For 
Gaylord Davidson from Jay G. Sigmund, 





JAY G,. SIGMUND 
Vice-President Cedar Rapids Life 


July 24, 1924.” And it is a gift—and a 
compliment. 

For you of the guild and your friends 
as well, scattered the wide country o’er, 
have read not only the “Land O’ Maize 
Folk” but “Pinions” and “Frescoes” as 
well,—all sweet and fine coming from 
the soul of this sweet and fine man. 
There is an introduction by Gladys 
Arne to the little book “Land O’ Maize 
Folk” that outlines briefly the soul of 
it. &£ imagine this volume contains Mr. 
Sigmund’s “true love’—for it is dedi- 
cated to his father and mother. 

* * * 

\nd so that brings us to his father 
and mother still living on the old farm 
homestead in lowa, the birthplace of 


the singer. Of course the father is hale 


and well preserved, a patriot of the 
Hawkeye state,—that same state over 
which young Frank Lowden trudged 
with his father in the early days. And 
out of this same soil ot lowa have 


grown the hosts of men and women who 


have made the state wonderful And 
among these hosts and among the won- 
derful women of Iowa is Mother Sig- 
mund. After paying due tribute to a 
beautiful wife and dear children, a 
poet may turn to his blessed mother, 
saving “You gave me life and God gave 


you to me.” 
* * * 

It is not hard then to trace the story 
of the sweet and strong, and purposeful 
life of Jay G. Sigmund from the farm 
cradle through the schooling days and 
the plowing days and the college days 
to commercial life. When he became 
associated with the Cedar Rapids Life 
of Cedar Rapids, Iowa, 16 years ago, he 
had never up to that hour sold anything, 


in the way of practical soliciting. Mr. 
Sigmund gained very much of his busi- 
nesS experience in prosaic commercial 
lines. After he had become a factor in 
the Cedar Rapids Life, he not only be- 
gan to sell life insurance, but to teach 
others to sell it. When he became vice 
president of the company, he amplified 
his selling proclivities by issuing a num- 
ber of heart to heart talks to life insur- 
ance beginners comprehended in several 


pamphlets with suggestive titles, viz, 
“Over the Grade—A Dangerous Age.” 
“Oh! Have YOU Gone into the Life 
Insurance Business?” “Master of the 


Situation” and others, while his course 
in life insurance salesmanship in ten les- 
sons, an eminently practical volume, 
gives further evidence of a mind well 
attuned to the needs of the life insurance 
salesman. 

* * * 

I want to stress the selling achieve- 
ments of Jay G. Sigmund, first as ordi- 
nary life insurance agent with the Cedar 
Rapids Life, then its vice president. 
And all the time big brother, and an as- 
sociate and a square deal man to all 
the agency forces. A member always, 
often he was an officer in the $100,000 
Club, Mr. Sigmund took his place mod- 
estly and constructively. He is not only 
a dreamer of beautiful dreams and a 
builder but a practical illustration of the 
successful life insurance salesman. More 
and more are we learning that the 
dreamer is a doer and an achiever. Our 
good friend Bryan once said that Joseph 
of old was called a dreamer, but that he 
got the corn. 

* * * 

I have idealized my friend through 
my own love for the man founded pri- 
marily upon his beautiful poems and 
later upon a personal acquaintance. All 
his poems bring you to the God of na- 
ture and tell you again that the birds are 
our lovers and our friends and that the 
trees and the lakes and the sky, and the 
fields afar, are God's gifts and a vision 
of heaven. So he sings of them and as 
he sings to us of them, we love them 
and we love him. And the while we 
know that Jay G. Sigmund has time for 
the practical things of life. We know 
that he is showing his associates in the 
that 


most wonderful business extant 
they are gifted and finely chosen for 
the work of selling life insurance. In 


other words, Mr. Sigmund demonstrates 
fully through his life and his achieve- 
ment that the life insurance man is not 
only gifted but he is knighted. 
* * * 

And a knight errant gifted and an- 
nointed and in battle array may sing as 
he battles. 


LICHTIG JOINS PEOPLES LIFE 


Becomes Superintendent of Agents for 
Chicago Company, Which Is Launch- 
ing Expansion Program 
appointed 


Henry Lichtig has been 


superintendent of agents of the Peoples 


Life of Chicago with headquarters at 
the home oftice. Mr. Lichtig has been 
in charge of the Pacific Coast office ot 
a large investment bond house Mr 


demonstrated exception il 


Lichtig has 
i salesmen hav 


ability in the training of 
ing had experience in this work for 
more than 14 years. Mr. Lichtig 
attracted to the Peoples Life by M. J 
Higgins, general agent 
The Peoples Life has 
censed in Missouri and 


Was 


been li- 
appoint 


just 
will 


agents for that state immediately. The 
company plans to enter a number ot 
other states in the near future. The 
Peoples Life is making an intensive 


campaign for business this vear, and for 
1924 has written four times as much 
business as was secured during the cor 
responding months of last vear 
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SAYS NEW TAX LAW NO HANDICAP, Pp nema Ry mag Sogo ba Sresh Gch in thelr belts 
TRUSTS MORE VALUABLE THAN EVER |, *, #voided delays and hazards of the tion are and will alway 


Rei the: STEPHENS, in charge 
of the estate conservation de irt- 
™ mel t ti Farmers & [Bankers 


ent < ers ‘ 
I i Wic i, IN s s 
the effect c 
ent tax laws as pertaining to met 
wealth and refuses t concede the 
that insurance men have been |! 
capped thereby. His conten 
e underwrite s ld < s 
d continue < i ¢ 
t only trus ( | 
t attornevs as we < 
iy als get eS Vi Ss Vv ] 
ble and necessal ( c ce 
‘At the present n s ¢ 
e a wealt chi N 
t runs to long tu leases a ‘ 
vestment He has yY > 
000,000 of such leases vielding an annual 


income of 6 percent or $150,000 


Present estate 
Federal estate 
Kansas succession 

taxes TTT ‘ 
Probate al d ad- 

ministration 150,000 
Total shrink: ge $733,000 


Less 25% on fed 


(allowable deduc 

Sn “téescbwsedas 
Actual shrinkage. .$622,875 
Net estate .......2,377,125. 


$3,000,000 $3,000,000 


We have recommended that he set up 
in trust three estates of $1,000,000 each 
vielding a gross income of $60,000. On 
for each son and the income 
to purchase $1,000,000 of 20 year en- 
downment life insurance naming theit 


and children as_ bene- 


therefrom 


respective wives 











INTER: SOUTHERN LIFE BULLDING. 
OWNED BY THE COMPANY 


LOUISVILLE 





Story of the INTER-SOUTHERN LIFE 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
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Just A Little Touch of The Human 


Iexaminers State insurance department ir / I heal oth exper 
none too kind Naturally they must be critical 
ISverv report made on any company seems to | 
based on the theory that they are emplove und di 7 § ; 3 . Ss Ge} rome 
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Gains for 1923—-Forty-Two Per Cent. 


The assets were increased during the year 1923, from $7,371,274.27 to $10,464,497.66, or a 
net gain of $3,093,223.39, or forty-two per cent. gain in assets within one year. 


The insurance in force was increased from $62,591,398.00 to $88,502,568.00, or a net gain of 
$25,911,170, or forty-two per cent gain in insurance in force. 


The Capital, Surplus and Reserves for the protection of policyholders increased from 
$7,256,800.08 to $10,258,775.87, a net gain of $3,001,975.79, or forty-two per cent increase. 


JAMES R. DUFFIN, President 
Eighteenth Year 


KENTUCKY 














————Se ee eee 














THE NATIONAL 








between him and the Home Office. 
HOME OFFICE CONTRACT with liberal 
commissions and UNRESTRICTED TERRI- 


contract. 
NEWALS. 
What more could any one ask? 
PERFECTED ENDOWMENT 
POLICIES to sell. The objection of most agents 
to endowment policies is removed by returning 
the premiums paid in excess of the ordinary life 
premiums in the event of death. 
And all of these advantages in a rapidly 
growing company, unsurpassed in service to 
policyholders and agents. 
in sixteen states with Sixty-five Millions of in- 
surance in force, with Eight Hundred and Eighty 
Thousand Dollars surplus to policyholders. 
You have dreamed of such a contract but if 
you are the right sort of man you can actually 
possess one. 


Oh, yes! 


C. W. BRANDON, President 





Do You Ever Dream? 


Nearly every life insurance agent does dream. 
He dreams of an agency contract that will offer 
him unlimited opportunity with a constant in- 
centive to greater personal production and to 
agency building. A contract that does not con- 
stantly hamper, restrict and limit his activities. 
A contract that gives complete assurance that 
he is protected and will receive the fruits of his 


A contract with no one to interfere 


A DIRECT 


A flexible contract — Commissions 


Let’s get acquainted. 


The Company where dreams come true. 


The Columbus Mutual Life 


INSURANCE COMPANY 
Columbus, Ohio 


automatically increasing with production, and 
doing away with the annual squabble for a better 
A contract giving VESTED RE- 


A company licensed 


D. E. BALL, Secretary and Actuary 

















Founded: 1867 





. eye 
Safety, Service and Stability 
ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 
SAFETY—Guaranteed by careful selection of risks and investments 


SERVICE—Provided by an efficient and progressive organization 
STABILITY—Assured by conservative business policies. 





Insurance In Force Over $350,000,000 


For information concerning contracts: 


Horne Office: 
Des Moines 


Address Agency Department 














Pictures Tell the Story 


Cartoons will give yeur house organ that all necessary sparkle. Use’ 


them to put over your message or your special sales contest. 


proof sheets. 


Send for 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 





UNDERWRITER 


the future. Life insurance appeals to 
him most when depression comes.” 


“ee 
ARRY R. BLAUVELT, executive 
special of the Oregon Life of Port 

land says that he does not know 

what competition is. As Mr. Blauvelt 
is a million dollar producer, there was 
some curiosity as to what he meant. 

Mr. Blauvelt said: “If a man questions 

the stability of the Oregon Lite, as 

against a larger company from the east, 
| simply produce two brand new bank 
bills that I always have ready in my 
por ket book : 
one of our local banks here in Portland 
and the other by the Chase National ot 

New York City Il lay them down and 

ask my prospect to examine them care 

fully. ‘Is there any difference in value 


that you see? 


One ot these ts issued by 


Each is a promise to pay 
Its tace on demand, isnt it? Well, that 
is just all the difference there is between 
my Oregon Life policy and that other. 
Both companies are good, as both banks 
are good and each company will pay its 
death claims just as quickly as its 
rival.” That is all that has to be said 
usually and so I say that I do not recog 
mze any competition.” 

“I met a man the other day who was 
very wealthy and when he went over 
my proposition he said, ‘your premium 
is $40 higher than that of the other com- 
pany I have been considering’ and* then 
| went for him. I told him that I had 
collected $250 for the Community Chest 
from him a few weeks ago and that he 
would doubtless give me $50, that min- 
ute, for any charity I named as deservy 
ing and in need. And then I asked him 
why in Sam Hill he was taking up my 
time and holding up an important life 
insurance proposition, of the greatest 
importance in the world to his family 
perhaps, for a measly $40. He signed 
right then and there and got out his 
check book. Competition ? There is 
only competition when you look for it 
and half the time I think it is created 
by the attitude of the man who after- 
wards complains of competitive 
methods.” 

* * * 

REGON sems to be trying to rival 

Calitornia in the imposition of ex- 
cessive inheritance tax laws and Oregon 
underwriters are not slow to see the 
opportunities this gives them. The other 
day the Oregon Life leader at Portland, 
Ore., Harry R. Blauvelt, wrote a 
wealthy widow there for $100,000 and 
expects to deliver an extra $100,000 
vithin the next thirty days It seems 
that the widow, without children and 
not able to spend the income from het 
aronert 


pT? I had been rep itedly mNpor 
tuned tor life nsurance Hier answer 
always drove away the agents for they 
could not say anything when she said, 
‘Why should I insure?” But Blauvelt 
went at the matter in another way. He 

id, “I understand that your tortun 
f about $800,000 is to go to vour brother 
nd sister on vour death Is that cor 
ect?” and on being assured it was, he 


isked in regard to their present circum 
stances On being told that they were 
only in tair circumstances at the present 
time, Mr. Blauvelt asked if they would 
likely have about $160,000 cash on hand 


it the time his widow friend diced and 
lett her property to them He was 
? thy told that it was extremely un 
like that they would, ve extremely 
And then he opened fire in a way that 
thre vent had di ‘ ble ted 
the Ore n tax laws, to say nothi 
t ede ] ernment ta ould at 
reheve her he Ss ¢ a very large 
d that the nly way 
‘ Id | A t wa life msurance 
t er 4 rhe ( i th 
ed the dotted line tanter 
* 
p pABEORD M. BAKER, vice-presi 
dent of the Pacitic Mutual, recently 
ifiered i supgevestiol calculated to sti 
f yination li the ma of 
] cit cre 1 ecla ib ] irae 
ed }« ple | Cal 
i t ‘ it a mothe ‘ 1 it 
\ uld be It uld include old met 
me very poor me cripple crook 
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bootleggers, uneducated foreigners, and 
many others of a type with which the 
normal man would not want to be 
classed. 
On the other hand it a holiday were 
leclared and a para le of all those who 
carry imsurance arranged, it would 
’ an inspiring sight. It would com 
pose practically all of the business men 
of the city, lawyers, doctors, teachers, 
city officials, and the great bulk of the 
thrifty, farsighted men and women who 
constitute the strength of the country 
During the past five vears, the amount 
of life insurance in force in legal re 
serve companies has practically doubled 
It is used for purposes not thought of 


( 
‘ 
] 
I 


before, such as the payment of inheri 
tance taxes, and the safeguarding of 
employes through group insurance It 


is used to protect business interests, and 
to cover debts. The federal government 
pays the soldiers’ bonus in life insur 
ance, and when the War Risk Bureau 
was organized, life insurance was put 
in force in millions of American homes 
rhe endorsement of the government in 
using life insurance rather than cash for 
the soldiers’ bonus has given a great 
impetus to the institution, for it shows 
that the government values insurance 
above mere money. 

With these facts in mind, the sales 
Man is equipped to arouse enthusiasm 
in his prospect, tor realizing these facts, 
he must expect people to carry life in 
surance, and expect those who already 
carry some to buy more and more as 
their incomes increase. 


* 


AMES | KLINE, general agent ol 

the Pacific Mutual at Svracuse, said 
that the three greatest calamities that 
can befall a man are to be laid off, laid 
up, or laid out. 

The insurance salesman need never 
worry about the first, for as an occu 
pation, insurance fully meets the situa 
tion. His job is always open. If he ts 
laid up, his job is of no use, but again 
insurance comes to the rescue by sup 
porting him for the lost time. 

If he is laid out, he has no further 
worry, but until that occurs, he has the 
satisfaction of the knowledge that when 
it does come, he has provided for thos« 
whom he leaves. Thus insurance meets 
the three greatest calamities. 

* + * 

ANY policyholders do not realize 

the value of the reserve that is set 
up out of a portion of each premium 
After the third year, this is available to 
the insured to be drawn against tor & 
loan. In case the policy is allowed to 
lapse, the reserve is also available in 
cash upon the surrender of the policy, 
or it may be drawn against for a loan 
to pay the premium, if the insured 1s 
unable to meet the payment, thus keep 
ing the insurance in force. 

It is an easy matter to borrow on an 
insurance policy. A low rate of interest 
is charged, which is guaranteed through 
out the life of the policy and does not 
fluctuate as do ordinary interest rates 
According to the provisions of the pol 
icy, all requests for loans or for cash 
settlement must be met within 60 days, 
but in actual practice they are met 
within a week following receipt of the 
formal application. No endorsement 1s 
necessary in making loans on a lite m 
surance policy, and no commission 
must be paid, as must be generally paid 
when making loans from other sources 

x * * 

IE agents whose companies are in 

the substandard business in a some 
what guarded fashion say all is not gold 
that glitters It was supposed that 
about 75 percent of the rejected cases 


would be taken care of and even more 


It was thought in this way that most ot 
the business produced by agents could 
be handled That is true im most m 
tance Llowe ver, Companics i thi 
past when they did not have a substand 
ard department tretched everal ] nt 
on borderline case te ive he bu 

for the agent: Now with a substandar | 
department in tull swing these order 
line cases are swung over into that er 

of the column and are rated yp Case 


that formerly got by in the regular 
ire not so liberally treated these da 
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» € importa! Cc W es it Ur n re < < ¢c age to sell msurance when an employe leaves the 
not have a substandard department evi been save for the that therwis larger policies, for a greater sum of it rm, if he wishes to continue his i 
( ly irc re liberal he .' V ld ] ve bee accepted ler al surance is necessarv to accomplish the nes nie has to pay premiums at 
eptance of risks than thev have beet regular policy same things a smaller sum would have ttained age and he has no equity in t 
the past It has happened in several ! under the 19 value ot the dollar certificate as issued Under reeular 
nstances where there has been « mp ty Chicag vene f the Mutual Accompanying this . eoures Be the saranes the employe has an ecauit 
tion on a risk, that the companies itl Lite of New York under M ger greater educatiot t the public as t the « tract ut it has been in force 
ubstandard dey irtments have offered Darb \ Da s ‘ { r it the lite msurance \ tew wears ig the t ¢« Vears or more il 1 pays a premiu 
to take the risk and rate it up, whilk rate ot $40,000,000 a vear nsurance gent tound perhaps one out a upon the original age t ¢ 
mpanies that did not have such a de Mr Da \ lieves that tl increased of ten carrying any insurance und = he ling t ulverse selectiot 
irtment have ike the line he It | erage axe ‘ e | as 
a “I ‘ ; i ¢ g 2 ‘ eve Expense of Operation: The ck 
= 1 > , " 
gents have bee en te the s p e cl ' ‘ . . 
panic V ie Ss . nie ecre \ - 
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Cedar Rapids Life MORTALITY INCREASES WITH THE For Our. 


iat Company INCREASE OF SIZE OF POLICIES GENERAL AGENCY 
of Cedar Rapids, Ia. 


, . , ‘ : hut ua must be man of unusual 
Wants General Agents in A ary Koeppe of the Union Cents esired by the insure: Se ee ee eee 
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——— Might seriously 1 its aloilnt t The 64th Annual Report shows: 
tinue ts Viele SCT . ; re. - ; Premiums received during the 

\\ re t at s ver irge t r year 1923 . $ 1s. 
: . ‘ ; ‘ ‘ ' Payments to Policyholders 


and their Beneficanes in 


The Accumulation Policy | ins ai Conservative : ao Death Claims, Endowments, 
Dividends, ete 5,471,564 




















is a combination of insurance In the light this, t > ' R Increase in Assets Les 
and investment in a new sense. he companics reluctant , ew Se Ge 
Specimen Rate ee See — gun aa Insurance in Force on 
Age 35 $31.90 per $1000 | - : on eens ines : 
1D SOc cececes ° r eT t ' ] 1] - - 
g , pe Sern . == S | FOR AGENCY APPLY TO 
The continued payment of the aa a art is reigg “aig W. A. K. BRUEHL & SONS 
. a . ‘ ( . A (ener anagers 
rate creates increasing benefits = +} their ' , ' Central and Seuthern Obie and 
A Nortt Kentuck 
each year. As a seller it has no me question t ther t ' L Reems 001.408 The Poeun Vet. Banh 
competition. Write us about it. nosesenty. Suet re t sew | CINCINN AT ONTO 
NATIONAL LIFE ASSOCIATION cases to their ' HOYT W. GALE 
Des Moines, lowa lias «a . . 4 , General Manager for Northers Obse 
( \ 229-2) Leader-News 
CLEVELAND, OHIO 
W“ — 
pen | : \ pe ae ] 
ra ° aay re MR. AGENT! 
t Wis t ol Adverse Selection 
Do you care for QUALITY, 
of the business written by some of our larger S] 7} \ ‘ ~ j |: KI riet 
agencies is a direct result of the Fidelity lead — e ee atte id re 
service. Our agents interview interested pros - Low L ost, a Splend 1 Reco rd tor 


<< Eureka-Maryland Assurance Co. 70 years? 


Fidelity is a low-net-cost company operat - . 
ing in 40 states. Full level net premium re of BALTIMORE, MD. : ' ot ta , a al 
c LEAS > i t 


serve basis. Over Quarter of a Billion in , 
force. Faithfully serving insurers since 1878. Incerporated Under the Lawe of Maryland, 1883 


UTUAL LIFE . WE ISSUE , — THE ST. LOUIS 
See nae PHILADELPHIA Standard Ordinary and Industrial Policies MUTUAL LIFE 
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tive. 
agents. 


open in Iowa. 


New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
Unusual contracts to 


Several splendid agencies 


Write for information. 


Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 
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ONALD F. CAM 


160 N. La Salle 
Telephon. State 


CONSULTING 
ACTUARY 


CHICAGO, ILL. 


PBELL 


St. 
7298 











A. GLOVER & 


Statisticians 


* Consulting Actuaries 
Life Insurance Accountants 


| South La Salle Street, Chicago 
| 


co. 








OHNE. HIGDON | Actuaries & Examiners 
OHNC. HIGDON } ee Building 


sas City, Me 








—_— J. HAIGH 
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It will be much 








sider rit 
attempt to grant group imsurance 
through the medium of regular policies, 
keeping in mind that these policies in- 
variably must be for small amounts 
) ates: Group imsurance ts 1 
sued for five vear periods only, but o1 
the one vear t n; that is, the rate 
0 ci ind Is acqvances wil 
cact suc ed r. The contracts 
pre vide that t the « d ot the five ( 
period the surance may be discon 
tinued. In group insurance under ordi 
nary life policies the rates are guaran- 
teed r the lifetime of the insured 
there being no privilege of cancell 
t tim<¢ 
* 
The Canadian con es | ‘ 
‘ I] g regulations and rests 
t msurance without ¢ inatr 
) The amount must be $2,000 
) Phe e hmits ar¢ etwee 
15 
All applications for $1,000 ¢ ‘ 
¢ ent in without medical « m1 t 
(4 my 4 } must be executed 
‘ upplicant which is virtual! ; 
lete medical examination, the onl 
ition which the Canadian cor 
es do not secure under thei: surance 
‘ without medical exami: 
rt. I lvsis, blood essure , 
uv x t doct« r ¢ Car 
I 5 The ec ! reserve the fr 
q i me i ¢€Xal t ( 
: sane Gt 
5) \ central bureau s ct es 
te edical ¢ 
te ! s s ( 
( ani ‘ ( 
e¢ applying t 
t t Sain t ‘ 
* 
e msura ‘ ept « e 
( re | | 
\\ 4 M s st > M => 
\ Nort ( ()} 
oe re 
t ( ‘ “tate 
t t 
~* és . + té & rle 
DISCUSSES POLICIES FOR 
MEN OF SMALL MEANS 
(CONTINUTED FROM PAGE 15) 
Ae ind 
. ‘ S ** ‘ il 
Should He Definite Proposition 
les lie § er 4 p 
. R , 
r ‘ 
t ‘ ‘ A 
‘ case 
' ‘ | 
Offers Sample DPlan 
7. 
- A 
Pic . 7 ~ 
“ - 
‘ 
3 4 
, 684 
‘ ¢ ‘ 
16,154 
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greater if we 


UNDERWRITER 


“I believe it is much better to sug- 


gest Option ‘C,’ 15 years certain, on 
money still intact at the end of the 
twenty years because you can show a 


amounting to more 
than the principal. While if you suggest 
the ten years certain, the guarantee 
isn't as much as the principal. Com- 
parison will show very little difference 
in the monthly yield of the 10 and 15 
It is the amount that 


guaranteed yield 


years guarantee. 
you can guarantee your prospect that 
interests him. 


Most Policies Small 


“And now I want to impress upon 
you at least this one very important 
point: As I said before, monthly in- 


come policies to men of comparatively 
small means ought to be our largest 
field I dare say the records of 
company will bear me out that the great 


mass of our policies are not in $1,000 | 


nor in $100,000 policies, but the greatest 
them are in $5,000 and 
Then why 

efforts on 


' 
Der ot 
$10,000 policies 


} + 


this 


dom to concentrate our 
field and decrease our sales resistance 
by using this program idea. Although 


your prospect cannot afford $25,000 in- 
surance today you can visualize for him 
at it will do and he can work toward 
goal. With this standard program 
very easy to build on to the line 
of insurance your prospect already has, 
and once you sell him the program 
idea the insurance sells itself. 

the 





it is 


Advantage to Salesman 


“A cide 
( polic 


from the many advantages to 
vholder and beneficiary there 
F several advantages of income poli 
cies to the salesman It furnishes a 
most interesting approach that gains the 
: Men believe in in- 
these days, but our problem is 
them to « enough. By re- 
ducing what he already has to a monthly 

the 


+} 


| spect s attention. 
surance 


to get arry 








basis your prospect at once sees 
need for more You will find also that 
policies used for definite purposes will 
stay on the books better and will carry 
less policy loans. But the greatest value 
to me in these settlement features is that 
ilways gives me a ‘come-back’ for 
that prospect you are all famifiar with, 
vho cuts you off at the very first re- 
mark by saving ‘I have all the insurance 
I need, all I can p for, and I don’t |} 
ant anv more.’ Ti was when this 
ter ought our-interview to a close 
t now we can say ‘Fine, but have you 
insured your insurance?’ ‘Are vou get- 
ting all 1 are paying for, et Thus 
] 1 gt in explat tion of the income 
tures on his present insurance This 
in turn leads to an analysis of his 
policies, and I found it necessary to 
devel something that would give the 
prospect a complete summary of his 
msura ec est it the same time con- 
tant] e1 ling him of his insurance 


ATTACK ON COMPANY IS 
SUBJECT OF CONTROVERSY 
(CONTINC ED FROM PAGE 1) 

Ses ! Chi mOtencamel ensetal 
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Capital Was Increased 
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isn’t it wis- | 


August 7, 1924 


succeed in creating eeling of unrest 
d inse ty ! vy some of the newer 
sto ‘ s té or s¢ e purpose 
cert These d sgrTrun tled STOC khol 
ers were ced t make ¢ 1 that the 
value Y he stock it ee! mhisrepre 
ented thet t e time the sale 
and with the view is the officers be 
lieve ne r er tr thle tor the 
company in the carrving out of the 
lat certa stockholders were inducs 
to file criminal charges against officers 
of the company Mr. Koch, the former 
president of the company, and others 
who e joining with him, have 1 
thought that there will be anything but 
f able ( tcome is soon is the 
natter comes to a ] ing if it should 
eve come t he iT 


Prosecution 


which 


Purpose of the 


The purpose for the 


prosecu 


tiet were started were either to ral 
col ] f certan of the stock, or to 
n er back certain mone the parties 
invested. the desire to re ver bei gt 
basis for anv crin il cedure of a 
kind \ meeting ill of the stoc 

] ders has been called for Aug. 14 
der tl t the ecessa&ry iction may re 
tal n t leterminge the DP icv of tl 
company The officers feel that the 
met! ] ursned t] ose seel ng ‘ 
g cont } e ver unethical and re} 
rehensible. and that they will utterly fail 
in the Pp ‘ for which thev were in- 
te led 


MAKES CHANGE IN CALIFORNIA 
Lincoln National Life Plans to Transfer 
Home Office Agency Manager to 
San Francisco 


Fowler, manager of the 
agency of Lincoln Na- 
Wayne. Ind., conten 


R bert W 
ne office 
tional Life at Ft 


plates moving to San Francisco, Ca 

to ke the management of the Sat 

Fran co territorv under the direction 
Harry G. Everett, who has been state 


several years 
; 

had charg 
branch office 


nal Lite 


n California 
Mr. Everett | 
+3 Fr ancisco 


Lincoln Natt 


tor 


is heretofore 


anticipates 


rreatly increased production in northern 
California from this change, as well as 
< d e] ment of the gency of 
1 t M Everett will retain the 

I gement of the entire state 


Agents Ready for Big Jaunt 


Members of the Peoria Life $160,000 
club will celebrate the attainment of the 


company’s first $100,000,000 worth of 
business, Aug. 11 at Skagway, Alaska, 
the rthest point north of the club’s 
annual jaunt, which this vear covers 
6,689 miles, the most pretentious trip 
ever scheduled for the agents. There 
are 160 on the tour, which lasts three 
wee Among the Peoria home office 
members on the trip are Emmet C. 
May. president: Walter E May, vice 

president: Dr. FF. A. C Vv, associate 


director; J. B. 
gen counsel; F. H. Avery, 
Starrett, William P. O'Brien, T. 
Young, A. B. Korb, J. D. Stacy, J. H. 
Ritchey and T. A, the 
fore \ transcontinental trip itinerary 
include Minnesota, North Dakota, Mon 
tar ind Wa outgomg 


and 


«iss 
Wolferbarger, 
WW 


stamp ot sales 


hington on the 
return through 
Nebra } l, 


returns 


pourney 
Idaho, Wyoming, 
Mi Lhe 


Oregon, 


Kans 


Aug. 21 


is “ane 
wt rournes 
irl T \ 


Opportunity In Southern New Jersey 


nnouncement ol an important 
ene ny for Southern New Jer 
‘ ! ‘ 1 ed on the wiverti wig ce 
i 1 lye rtunit 1 i very ‘ 
ee l he con nh question 
‘ tiie eat rttstiae at ] 
1 ( leursine | 
re n foree in the distriet imdicate 
I+ tate ¢3 ‘ ed ta " hee it tl 
un ! | | Ll liberal cor 
trac 1 i the right 
dene ! the tuture 4 lar 
— ee 
! i Ht, Mevwe neral gent of t 
icsneland Mutual Lif n (hiewge 
trip te Murrey ind will mot retu 
until Cret ] 
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MODERN BUSINESS GETTING METHODS 


Some Strong Selling Points Brought family is stor ~ ye teem | am ; Ay ed, a ! 
Out at the Agency Convention of ff tthe s urce is ipply by death : ; 
The Kansas City Life by Big Men &2"" ii. . 
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sai y t eT { 
executive mce of a cor 
ry He is est t ‘ ! 
ce! ft as s ‘ 
Ts * + r jar } wrt tee hase } ryt ; , ’ ; Wie 
ana it 1s an un I WOTrK 10ras I time, what happens \\ s ~ 
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their environment, buying habits and 
state of prosperity. He should have a 
quota before him to make a goal at 
which to aim. He must follow order 


and system in his work. 


+ 


J. E. Williams, So. Dak.—It is among 


the prosperous classes only where we 
can find life value and life value is the 
thing that we work with. We are un- 


derwriters of life value. 
ways by which to measure the value of 
the human life. So many things have 
to be taken into consideration, that it is 
quite impossible for us ever to state pre- 
cisely the amount of insurance that a 
man should carry. 
* * * 


R. M. Adams, Tex.—A life man must 
know something of the various lines of 
business because he is soliciting insur- 
ance from men in all activities. An agent 
must have control of his own impulses, 
his temper and desires. He must domi- 
nate the interview. A tactful approach 
is half the battle. There is a new type 
of life insurance salesman in the field to- 
day. He is selling life, not death insur- 
ance. It best depends on common sens¢ 
and hard work 


There are many 


* * * 
W. W. Olson, San Antonio, Tex.— 
About 85 percent of my business is writ- 
ten through old policyholders. I either 





Agency Manager 


Wanted position as agency manager 
or agency executive by a young man 
who has been successful in life insur- 
ance work, having been connected 
with both a small and large company 
He has had practical experience with 
the rate book, has done general agency 
and home office work, being well fitted 
to take any position requiring ad- 
ministrative and supervising ability 
Address K-16, care The National 
Underwriter 
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write them additional insurance or get 
prospects from them. When a letter is 
sent out before the age changes, offer- 
ing a program for insurance, it gives us 


an excuse to call 
and if we cannot get them for additional 
we can new prospects 


on our policyholders 
insurance, wet 
from them. 
. ~ * 
B. N. Weinsheim, Colorado—: a 41 
percent of the Kansas City Life 
written on farmers. It is difficult ¢ 
geta sottinanent when writing a farmer, 
owing to the depression in his field. We 
must realize that the farmer has two or 


is 


three income periods. It is necessary 
for us to take some paper in nearly all 
cases. We must study the requirements, 


must be fairly sold ourselves in our busi- 


NATIONAL 


business | 


| years of his active 
|} in 


ness and then we will be able to meet 
all objections. We can count on from 
2 to 5 percent loss on premium notes. 
Many agents taking a local banker | 
around with them, attempt to sell on his 
reputation and the credit that he will 
give. The lapse ratio on such business 
is high, running about 60 percent. The 
prospect is not sold 5 life — ince or 
on the special plan. Unless he is, he ts 
vers likely to apes. 
* 

A. P. Pilger, ra a Mr. Pilger is 
an official of the First National Bank of 
Stanton, Neb. The bank agent has an 
advantage over another agent in being 


posted on the financial conditions of the 
country, his locality and the men in it. 
Railroads and industries in general are 
prosperous today. So are most workers. 


Che farmers are not prosperous and yet 
good prospects can be found among 
them. The banker is a student of credit. 
When he has a man come before him 
for a loan, he wants to know his charac- 
ter, what capital he has, his business 
ibility, honesty, diligence and frugality 
lf he has life insurance he is a much 
better candidate for credit If a man 


carries life insurance, it spells character 
in capital letters. When a man has life 
insurance, it shows that he interested 
in safeguarding his dependents. He is 


is 





OPPORTUNITY 





Camden, for a BRANCH 


be able t 
sonal work. Must 
suinc ipital or 
of two to four millior 


This 


territory 


have 
1¢ nt Cc 


leads annually 


a3 - 
Adequate omnce ta 


' 
! 
1 
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may, perhaps, have come t 
of his presel 1 connection. 
\ddress, with references 
past nd present connection 





One of the old Mutual Life Insurance 
an opening in South New Jersey, 
MANAGER. 

The right man must be a strong personal writer. 
find and train men to supplement his own per 
a Clean 
financial credit to handle an 
. dollars of 


ompan)y has millions of business in force 
in question and hundreds « 
cilities furnished. 


splendid opportunity 


and detailed description of 


K-14 
Care of The National Underwriter 


Companies has 
with headquarters at 


Must 


Must have 
Agency 
new business annually. 


Record. 


in the 
f business getting 


man who 
the limits 


the right 
a realization of 


for 














UNDERWRITER 


human, he appreciates his responsibili- 
ties. It is a certificate of character. We 
must seek paying prospects to make the 
most out of our Sunmnese. 


John Kelly, eins It gives me 
muck more satisfaction to sell ten poli- 
cies of $1,000 each than one $10,000 pol- 
icy. I feel that I have been doing more 
good to more people and selling to those 
who really need insurance. 


* oa * 


Fred Grayum, Texas—Give me a man 
who loves his family and he makes a 
geod prospect. If we find a man in debt 
i prospect It just repre- 
to oversell a man insur- 
to undersell. 


he 1s a is as 


hensible life 
ance as 
.s @ é 
J. A. Gardner, Boise, Idaho—Person- 
ality the biggest asset to a profes- 
sional man, It is difficult for him in 20 
life to acquire enough 
savings to meet his de- 
mands later on. His income depends on 
his own daily efforts. His work is that 
of personal service. When he stops his 
business He should have suffi- 
cient life insurance to tide him over 
through all emergencies. It is his best 
and safest investment. 


is 


an estate or 


st« ps 


* * 


J. D. Bakes, Wyoming—In our state 


there is a large laboring class working 
in the mines and lumber camps. They 
are mostly foreigners. When you have 
proved to their satisfaction that your 
company is a safe place to invest a por- 
tion of their wages, it is a question then 
as to who shall take the insurance, the 
husband or the wife. There is only one 
thing to do in a case like that and that 
is to write a joint policy. The passage 
oft the soldiers bonus bill and settlement 


up in paid up life insurance 
is helped the cause life insurance 
among these working people. It not 
best to rush them. In the first place you 
must gain their confidence and then 
you must convince them that life insur- 
ance is something foreign to oil stocks 
nd 12 percent bonds. Among the for- 
eigners ‘and union men there is a ten- 
associate in groups, with one 
men at the head. You must 
0d will of these leaders be- 
get the remainder. 


. * ” 


to be made 


h of 


18 


dency to 
two 
the ae 


fore you can 


C. C. Curtis, Kansas—In approaching 


a business man for an interview an 
agent should keep in mind the dignity 
of his calling, and the fact that impor- 
tant business must be transacted pri- 
vately Once we have secured the in- 
terview we should come directly to the 
point. A business man’s time is valu- 
ble, and it should not be wasted on 
non-essentials We should state plainly 
nd effectively the proposition. In case 
t aman ot sufficient means the inherit- 
nee tax offers an effective opening. In 
the very nature of any business there 
ire alwavs current obligations Life in- 
surance offers the means to liquidate 
these and allow the estate be settled 
in the normal course of business. There 
are specific plans which should not be 
jeopardized by the untimely death of 
the head of the family. Insurance safe- 
guards credit Show a business man 
that the biggest investment of all is him 
el ind it hould he adequately pro 
tected 
se @ 
E. B. Hultemes, Colorado—Confi 
ence in the ilesman should be estab 
lished first. The needs of the prospect 
hould be revealed and then they must 
¢ shown how they can be satished 
thre life insurance Show your 
rospect that vou are doing something 
r him instead of to him Many times 
Iter i prospect gets home to talk 
t y ver with his wife, she throws 
cole water on the idea, not knowing 
at shi doing Many cases are lost 
twee the signing of the application 
d the medical examination or the de 
livery of the policy The average man 
rit something that will take his place 
ifter he j yone, to educate his children 
them what he would like 


nd to do for 


himself 


|a man says 


| any 
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S. B. Lacey, Colorado—I impress upon 
a prospect the importance of securing 
life insurance while he is young in order 


to maintain it with a minimum outlay 
and be through with it during the period 
of his maximum production. In my ex- 


perience I have found the citing of some 
prominent young man who carries insur- 
ance very helpful. I always sell the par- 
ents of boys under age first. I try to 
get away from the “sob stuff” in writing 
insurance. It cheapens the business. If 
that he cannot buy any more 
life insurance, I tell him “If I would 
say to you, you couldn't save $100 more 
a year than you are now, you would not 
like it. I am not asking you to spend 
money, but to save more money.” 


Clever Song Parody 
Tells Agents ‘‘ You've 
Got to See People”’ 


RED N. TORNOW of the Buffalo 
office of the Northwestern Mutual 
Life has composed a parody on the 
song, “You've Got to See Mamma 
Every Night” that has made a riotous 
hit at two recent meetings of the Buffalo 


Life Underwriters. Mr. Tornow sings 
and plays his own accompaniment 
cleverly. His parody follows: 


“YOU'VE GOT TO SEE PEOPLE EVERY 
DAY.” 


“Agents here, gather near—How's this 
sound to you? 

“When you have lots to do, 

“You won't be feeling blue; 

“Every night, get this right, 

“Mark your prospects down; 

“If you see them all next day, 
tuke the time to play. 


you won't 


Chorus 
see day, 
at all; 
blues 


people every 
get business 
surely take the 


got to 
“Or you won't 
“For work will 

away, 
“When the 
“Hard work, 
be an 
“You've 
or you 


“You've 
no 


applications don't fall; 
don't shirk—and you won't 
ran; 

to 
no 


also 
got 
get 


see every day, 


at all.” 


people 
business 


Someone asks the singer what he did 
last week, and then follows Mr. Tor- 
now’s version of the patter chorus: 


“Monday, say, I saw the game, 
“Tuesday my right leg was lame; 
“Wednesday saw the movie shows, 
“And on Thursday I went up to Loews, 
“Friday, why I work like fun, 
“Fixing my Ford so it would run, 
“Saturday morn I stayed home sick, 
“In the afternoon golf with Dick.” 

Then follows a repetition of 
chorus 


the 


No Change Contemplated 


Che published report that the Mutual 
New York had lowered the 
o to 10 vears incorrect. 

the agency meeting held in Los Ange 
the matter was discussed by the agents 
and a number of them expressed them 
of such a change. How 
move 1s contemplated at 


Lite age 


\t 


les 


ol 


ft issue is 


favor 
such 


selves mM 
evel 


the 


no 


home oftice. 


Figures 


Missouri State’s 


of the Missouri 
1924 shows the 
The 
sur- 
six 


A financial statement 
State Life June 30, 
total admitted assets ot 
capital stock is $2,000,000 and the 

During the first 
$75,446,990 of insurance 
With $509,558,112 of im- 
surance in force on June 30, the Mis 
souri State Life among the 20 com 
panies having $500,000,000 or more o! 
insurance in force, out of some 250 com 
in the United States. 


as of 
S44 TVG SS 1 
plus $938,835. 
months of 1924, 
was paid for. 


Is 


enthusiasm cannot be 
in salesmanship No 
knows about 


methods, 


The value of 
over-estimated 
hatter 
life 
about 
it will 
really 


much a man 
about selling 
methods of 
good unless 
about the 
ecrburiiie 
urance, and 
Ile must 
and his 


how 
Mmsurance, 
the proper 
do him 
enthusias 
tion. He must 
the need lite 
heart his 
himself, hi 


approa h 
he 3s 


ne 
ti 
have al 


prop 
belief im 
put hi 
beheve 


mW 
work 
company 


ol 
nto 


in job 
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: Re a LOUISIANA STATE LIFE 


. Seep INSURANCE COMPANY 
i The Priceless Ingredient Home Office, Shreveport, La. 


re 
rot This story is told of the “Priceless Ingredient.” 
nd “In the city of Bagdad lived Hakeem, the Wise One, and ~eOn~ 
“oe many people went to him for counsel, which he gave freely 
to all, asking nothing in return. 
“There came to him a young man, who had spent much but 
got little, and said: ‘Tell me, Wise One, what shall I do to re- TEXAS 


ceive the most for that which I spend?’ 
“Hakeem answered, ‘A thing that is bought or sold has no 


” value unless it contain that which cannot be bought or sold. TT 
> Look for the Priceless Ingredient.’ J. ie EVERE ’ Manager 


“‘But, what is this Priceless Ingredient?’ asked the young 


_ man. 317 Wilson Building Dallas, Texas 


“Spoke then the Wise One, ‘My son, the Priceless Ingredient 


the ~ - 
— of every product in the market-place is the Honor and In- 
on tegrity of him who makes it. Consider his name before you 


alo buy.” ARKANSAS 
ngs The institution which one represents must, of necessity, have its in 


ent fluence upon the means and measure of a man’s success 
Our desire is to preserve the highest ethics of the business world in E LEEPER S M 
RY general and of our own in particular and to build in to our organiza- ~ . . tate anager 


tion only men and principles that will insure and preserve integrity 
P. O. Box 1077 Little Rock, Arkansas 





in all of the Company’s relationships. 
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The Ohio National Life | woe. 
n't Insurance Company We may have just what you are looking 
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aid 


: STATE LIFE 


INSURANCE COMPANY 


\t INDIANAPOLIS 


— MORE THAN 








‘ TWENTY-ONE MILLION DOLLARS IN SECURITIES 
oni Deposited with the State of Indiana for the 

The Sole Protection ef Policyholders 

‘i PROGRESSIVE $3 CONSERVATIVE 

on The Growth of Oak The Solidity of Granite 

No On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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MERCHANTS LIFE 
INSURANCE COMPANY 
William A. Watts, Presid 


sident 
DES MOINES, IOWA 





